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Indiana Satin-Finish 


The most-talked-about creation of the year 


This marvelous new satin-finish rubber, created 
and used exclusively by BALL-BAND, has won the 
approval of leading stylists and buyers. Women, too, 
give it instant preference and willingly pay you a 
price that includes a better margin of profit. When 
you add to this new beauty the smartness of BALL- 
BAND styles, the perfection of fit and the fine tailor- 
ing which have won style leadership for BALL- 
BAND, you have an irresistible combination for more 
sales and more profit. Write for new Catalog show- 
ing the exclusive styles in the NEW SATIN FINISH 
that will be offered in the better stores as “the hit 
of the season.” 


INDIANA 
MONOPUL SAVOY 
OPAL LAST 
See catalog page 37 


INDIANA 
ARIEL CROQUET 
CARMA LAST 
See catalog page 44 


Galoshes 
Rubbers 
Tennis 
Etc. 


Mishawaka Rubber & Woolen Mfg. Co. 


280 Water Street, Mishawaka, Indiana 


New England and Greater New bg dealers may address 
Dunham Bros. Co., Dept. A, Brattleboro, Vt. 
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0A. nnouncing the New 


[Jaitized 
De Luxe 
by Johansen 


N keeping with our continued progress over a half 
century as makers of women’s fine footwear, we 
are now presenting what we consider the greatest 
achievement in our career. 
An exclusive Johansen process (patent issued) of manufacturing all 
types of shoes, from the most delicate open sandal to the conserva- 
tive walking model, in a manner never before offered to wearers of 


ultra footwear. 


This process combines the essentials long sought for in modern shoes, 
namely, the utmost in flexibility obtained by our patented process of 
uniting the upper and sole, void of a leather insole from the ball for- 
ward, and eliminating channels, ridges, or stitches, resulting in smooth- 
ness and shock absorbing qualities to the ball of the foot, yet having 
extreme rigidity in the shank from heel to ball. 


After applying Unitized DeLuxe shoes to every known test over along 
period, with the stamp of approval placed upon them in every in- 
stance, we are now Offering to the trade at large the opportunity of 
enjoying the thrill of selling Unitized DeLuxe shoes. 


Samples of Johansen’s Unitized DeLuxe models, to retail from $7.50 
to $10.00, with full information as to their unlimited sales building 
features, are now being shown by our representatives. Don’t fail to 


investigate. 


WIRE FOR PRESENTATION 


Johansen Bros. Shoe Co. 


ST. LOUIS, U.S.A. ~% NEW YORK STYLE STUDIO, 857 MARBRIDGE BUILDING 


Exclusive Makers of Women’s Fine Footwear For 55 Years 
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Like the grip of a 
friendly hand 


as seen in 


VOGUE 


The Shoes shown 
are the Eton and 
the Dryad from 
our In-Stock 


Department 











Just the proposition for a time 





: like this F oot Delight shoes are something altogether new in smart footwear, the result of a 


remarkable invention . . . fascinating in their smartness . . . astonishing in their light 
weight. Nothing in their trim lines at all suggests the features which support the 


arch firmly and give cushioned ease to every step. Foot Delight shoes can be worn 





constantly with complete freedom from fatigue. 





And they liberate the merchant from “ price complex”. 





‘W omen who have learned the joys of Foot Delight become loyal, 


s No other shoes can be 
permanent customers. They buy these shoes regardless of price _ like Foot Delight. Their 


eatures are exclusive 
'tititivitiuicdeniuadiiaim 

Their enthusiasm is contagious. . . . The good news spreads, 

Aux shih: RicipcSBiladie: sicliislcihle tile iliabi Nit 

It is a business of the best possible kind, for it is one which 


increases through making new friends and new customers. 


Bancroft Walker Company, Boston, Massachusetts. 





Trade Mark Reg. 
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OTHER 
NORTHWESTERN 
LEATHERS 


RUSSIDE 
RUGBY 
ELKO 
DEERSKIN 
SMOOTH SIDES 
Wok 
Newtan 
Sootan 

Elk Sides 





: ha ~ 


CP, Polska 
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an Aeroplane 


the most important part 


of this job is keeping 
off the ground. . 


* * 


and I depend on leather! The safety- 
belt is most important, of course, but 
don’t overlook the shoes. They’ve got 
to be made of good, tough, flexible, dur- 
able leather that can stand the gaff, 


too.” 


Kitchener, for instance, the thirty year 
favorite in shoes designed for hard 
work and unusual conditions. This 
Northwestern leather guarantees full 
protection with maximum comfort— 
durability to stand the hardest abuse— 
immunity from the effects of extreme 


temperature and variable weather. 


In a word—the perfect service shoe 
leather. 


NORTHWESTERN LEATHER 
COMPANY TRUST 
BOSTON 


iF’ . 
wage 


HEAV Y DUTY oxen. 


ELKO AMD DE 
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Show’Em and Yow’ll Sell’Em 


These attractive Dyer & Hall Fall Styles sell on sight. They’re just what 
And. 


your customers are looking for—smart shoes at reasonable prices. 
you can get them when you want them—no lost sales on account of late 
deliveries. They’re 


aac “g C’s IN STOCK sai - C’s 


FOR IMMEDIATE DELIVERY 
T 


Built over 1881 Last with 18/8 Louis Heel Built over 1881 Last with 18/8 Louis Heel Built over 1681 Last with 16/8 Cuban Heel 
Ne. R-205—B rown Kid—Brown Patent 











The Edna 2 
h 
v menale The Beth 





Ne. R-209—Dull Black Kid............- $4.45 No. R-238—Black Suede, Harmonizing 
No, R-210—Brown Kid .......--++++++++ 4.95 SUN sca sene sce ccusiesals ae 50 "SE EE GT REE 
No. R-240—Dull Black Kid, Harmonizing No. R-206—Dull Black Kid—Black Patent 
TED occccccvccecenccoseses 4.00 BHU ccccccccetccccccececes 4.25 
s No. R-241—Brown Kid, Harmonizing 
TEIM wccccccccccccccceccece 4.50 


The Pajama Sandal 








The Phyllis 














Built over 1982 Last with 19/8 Louis Heel 
No. R-174—Patent Leather ..........-+- $3.80 : Built over 1681 Last with 16/8 Cuban Heel 
Ne Pie peae Peete ssceceveoooees eH Built over 2081 Last with 20/8 Louis Heel No. a-Si Den Black Kid, Harmonizing 
lo. R- ccc OO ee llt(‘(Cl™l CL CR, SOO ree 
Ne. A-247—Black Disdem Moire. ....... 3:73 Ne. 'R-216—Dull Black Kid, Harmonizing meu. ersten 
No. R-248—Black Suede .......+....00+5 4.65 No. R-217~Brown Kid, Harmonizing No, R-213—Brown Kid, Harmonizing 
No. R-249—White Kid .........--+++++- 4.65 ee er 475 BEM cccicsvescnuccevircese f 
No. R-218—Black Faiiletie //!!22/1!!!!! 3ig5 Ne. R-2t4—Brown Suede, Harmonizing 
WER. 44% car oucceuatinwmuuh ae 4.75 
The Gloria 
The Anita 
The Claire 
Built over 2081 last with 20/8 Louis Heel Built over 1881 Last with 18/8 Louis Heel Built over 1681 Last with 16/8 Baby Louis Heel 
No. R- Black Faillette—Patent Trim.$3.60 No. R-219—Dull Black Kid, Patent Trim.$4.25 No. R-207—Dull Black Kid, Patent Trim.$4.25 
No. R-20!—Dull Black Kid—Patent Trim 4.00 No. R-22!—Black Suede, Patent Trim.... 4.75 No. R-208—Brown Kid, Brown Patent 
Ne. R-203—Black Suede—Patent Trim... 4.50 Ne. R-222—Black Moire, Patent Trim... 3.90 MOE sietaidceu lec Gskesssece 4.75 





WRITE FOR FREE CATALOG OF COMPLETE IN STOCK LINE 


DYER & HALL, INC. 


AUBURN MAINE: 
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CUSTOM ’ 
AAA to B 








WALL STREET 


AAAA to E 






S014 Black Cal Calf Arch Support Insole......seees $4.85 
O13 Tan Cait git p aor ape peter eee separ heart 4.60 
BLU-OXFORDS 
$04 Black Calf Arch Support Insole.............- $4.85 
O06. Brown Kid ...... csccccccscvcccvcvcsevcece 4.85 
PRCT 4. 

COMBINATION 


A to E 






060 Black Kid, Kang. Tips........... coceceee $4.50 
wee. 4.85 


$060 Same as above, Arch Reunans Insole. 


GUE MAONTEEE oo ods cccetsavecessuasic 4.85 
080 Black Calf .......+s000- o00sees 50 
eK bic open esgee es stakes eeeeees 4.60 





056 Black Kid ......... 
$056 Black Kid, Arch Support Tnsole 
046 Brown Kid 





BROUWER 
RESEARCH 


No. 100 


AA to B 









IN STOCK CATALOG 








-$4.85 


0170 Black Kid, Long Inside Orthopedic Heel.. vs 20 


Rt Brown Kid, Long Inside Orthopedic Heel.. 
$0170 Black Kid, Arch Support Innersole........ 
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MUSEBECK 
Tsuble:Fzch (pear Stumight 
SHOE 








TELL AND SELL 











ECAUSE we concentrate 

our entire shoemaking 
effort in making nothing but 
staple styles of quality dress 
shoes, we are in a position to 
sell you shoes with a greater 
material value to the selling 
price than any shoes made. 


The Musebeck Double-Arch 
Wear-Straight Shoe is made 
with a wide three corruga- 
tion, guaranteed arch sup- 
port steel shank, shaped to 
support both inner and outer 
longitudinal arches. An 8 


iron shoulder channel foot 
shaped insole gives support 
to the metatarsal arch. 





All stock numbers prefixed with 


the letter S are made with arch 
support innersole as illustrated 


above. 





Terms 2% 20 Days. 30 Days Net 


play 


ae ILLINOIS 
5 











| 


£ 


5555 Black Kid ...sessesseees 


BANKER 
AA to EEE 






56 Black Kid ..cccceseeseeseesereeseeeeneeese 50 
$56 Black Kid. with “Arch Support Insole........: 4.85 
46 Brown Kid ......ceee ec ceeeeereeeweeecccece 4.85 
COMBINATION 


AA to E 





60 Black Kid, Kang. Tips 


$60 As above with Arch nah WRG ccccccsccs 4.85 
i ee eas con cucnsvasdeundedens 4.85 
OO BiaeK Calk occ ccccccvcvccccccccsccvcesccccce 4.50 
GH FEW CME evccccccccvcscccccoccsvcaucauceues 4.60 


ORTHOPEDIC 


AA to E 






30 Tan Calf, Overweight Viseol Sole........... $3.85 
50 Black Boarded Calf, Omen Viscol Sole.. 3.85 
70 Black Kid, Reng. Wecccvcesecencecceces . 4.50 
$70 Same as above. je. ‘Sevourt pS eee 4.85 
C70 Black Kid, Cushion Insole.................. 4fa 


K74 Heavy Black Kangaroo Viscol Sol 
90 Black Calf 
95 Tan Calf 








BLU-OX ig R ps 


070 Black Kid, Kang. Tip 
$070 Same as above with Arch Support Inside. . 
POLICE SHOE 
No. 11 
$4.00 
AA to EE 






11 Black Calf, Long Counter, Viscolized over- 
vveight double sole, Barbour Stormwelt Police 


$4.00 
$10 Black Calf, Arch Support Innersole, Viscolized 
Overweight Double Sole, Barbour Stormwelt, 
Long Inside Orthopedic Heel, Price.......... $4.50 





brings them back_... 














A GOO 
LEATHE 


L) 
IA 


Every time—make no mistake about it. And 
that brings us to KEPNER ELK, tthe real 
smoked leather. Shoe manufacturing pride de- 
mands KEPNER ELK—retail prestige speci- 
fies it. 


KEPNER SMOKED ELK defies the ravages 
of water and forced drying. It is well to know 
that this exclusive leather is in your lines of chil- 
dren’s shoes and sport footwear. 


C. D. KEPNER LEATHER COMPANY 


137-139 South Street, Boston 
ST. LOUIS MILWAUKEE 








Photograph of Smoke 

House after a day’s work. 

KEPNER ELK is actu- 
ally smoke finished. 
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Flex-Mode f. 


NEW 





is of a 


In Stock—Immediate Delivery 
ex-Mode SHOES 


# construction with which we have been successful for the past four years. 


BEAUTIFULLY MADE — SMARTLY STYLED 





LINDEN 
Lisbon Last, 2-Inch Jr. Louls covered 
heel. Flex-Mede, lizard lace stay. 


ete om kid with grey 
stitching . coeeeee 64.65 


BAs4—Prado b brown kid with belge | 


8435—Dark green kid with ist 
green stitching 





DENAH 


Lisbon last, two inch Junior Louis heel. 
Flex- Mode. 


B730—Java brown kid, small per- 
foration with white under- 
TAF wccccncccccesocccsce $4.25 
B73i1—Black satin kid, small per- 
foration with white under- 
BE vcdsccctesveesccccene 4.25 





REGA 


Gloria last, ri y.. 4 Louls heel. 


8723—Patent yo grey silk 
stitching 


8724—Light weight black calf 


with grey silk stitching.. 3.85 





BERNICE 


Lisbon 2 1% agg om covered 

B734—Light weight black calf. 
with black suede tongue 
and inlay $4 


CAMARGO 


Gere pump. Avenue last, two 
Cuban heel. Flex Moa 
8455—Black SUEDE vamp and 
— with — weight 

= Dad tip, ing and 


ease—Black satin kid vamp and 
black pin seal 
foxing and 
8460—Java brown kid vamp - 
- quarter, with brown pin 
seal tip, collar, foxing and 
shawl tongue 


Inch 
e. 





FAIRMONT 


Avenue last, 2- neh leather heel. 
Flex- Mode. 


8705—Light weight black calf.. 
8706—Light weight brown calf... 





SWAGGER 


Avenue aa twe_ineh Cuban covered 
heel. Flex-Mede. 
u>-Ene oune ne a 
qu er weight 
— c tip, lace-stay 
and foxing .............. i 
8458—Brown SUEDE * 
— Lg light em 
ci 


tip, lace-stay 
and’ f foxing 
oe satin kid vamp and 
ter with black 


‘in seal 

tip. pa 4 and foxing.. 4.65 
8462—Java brown kid vamp and 
quarter with brown pin ses 

tip, lace-stay and foxing. 4.65 





CAMERON 


Eden op % Inch Cuban leather 
i. Flex-Mode. 


pee... weight black calf. ..$3.85 


B710—Light weight brown calf... 3.85 








FLEX-MODE SIZES IN STOCK 


MME bi Si cscccccdeudesutendesctsacd 5% to 9 
BE Sevvvcnicawocecnes ReccedeeuweTee 5 to 
Me Recess va chcceeeieceveneudecuccert 4% to 9 
MP Kacudecenccvcnveddtecetecceeacaues 34 to 9 
Oe was desvdaccens cceneuseencdsecesends 3% to 8 


Extra charge of 25c. per pair on all orders of less 
than three pairs. 


TERMS: 
3%, Thirty Days 


Discount not allowed after expiration of discount 
eriod. 








ISIS 


Eden last, 2 inch Junior Louis covered 
a of gun- 


heel. ex- Mode. 
metal 


one SS —_ kid with grey 


$4.65 





RAE 


Delite last, eg Lar 8 eed covered heel. 
de. 


O700—Liae fog black calf 


small black suede in- 


i a | err $3.85 


MARVEL 


Avenue last, 17% inch Cuban covered 
heel. Flex-Mode. 


B465—Java brown kid with brown 
suede tongue $4.65 

B466—Black satin kid with black 
-suede tongue ..........+- 4.65 








EUGENIE 


Lisbon last, 2-inch Cuban covered heel. 
Flex- Mode. 

B737—Light weight black 

with nickel buckle 

B738—Light weight brown eet 

with gold buckle 


calf 





CEDRIC 


Eden last, 2 inch Junior Louls covered 
heel. Flex-Mode. 
8441—Black satin kid with grey 
kid interlace ...........- $4.65 
B442—Black SUEDE with patent 
interlace (Aug. 10th De- 
TINGS) co ccccccccceccscccs 4.65 








Eden last, 1% inch Cuban covered heel. 
Flex-Mod 

B726—Black satin kid........... $3.85 

68727—Prado brown kid.......... 3.85 


In stock folder showing seventy-five up-to-the-minute patterns will be sent on request. 


The KRIPPENDORF-DITTMANN COMPANY 





CINCINNATI, OHIO 
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LORSHEIM SHOE 
Eo aebece: 


| N is available for immediate delivery in a variety of timely 





America’s most comfortable style shoe 


modes, offering one merchant in each community the : 


| () ( K opportunity of concentrating more and more on the best 


known name in shoes—The Florsheim Shoe—now made for 





The Dainty The Woman Who Cares as well as for The Man Who Cares. 
W-34 Biack kip, W-35 BROWN 
KID, RETAILING AT $10.00 AND UP The FLORSHEIM SHOE Company : Chicago 
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Next Week 
You Will Find 


in “The Recorder” 


A “Million” in Sales Ideas 


MILLION dollars’ worth of sales 

ideas. Let us make an almost 
increditable statement. “At any given 
time, there are business men who vir- 
tually have no choice; they cannot help 
making money.” That statement is 
based upon the right idea, at the right 
time. We are culling from the indus- 
try those experiences of men who have 
seized the right idea at the right time, 
and have been swept into the stream of 
money because of their initial inspira- 
tion. New ideas, new uses for fect. 
wear, new materials and new styles 
have contributed to this industry of 
ours many signal successes. 

Some new ideas are now in the mak- 
ing that indicate a similar surge to- 
ward success. There never was a time 
when an industry was more receptive 
to new ideas. Who will evolve a mid- 
winter shoe that will go down the 
center of customer demand as did the 
Summer sandal? There is a need for 
the sparkle of a new article of uni- 
versal use. If you have a new idea— 
test its receptivity in this issue. 


O stimulate men’s shoe business, 

merchants must keep in step with 
the newest trends of style in men’s 
clothing and other apparel. Don’t be 
misled by the pessimistic viewpoint of 
the clothier, who, when asked what the 
well dressed man will wear this sea- 
son, answered: “Last year’s suit.” 
The male of the species still responds 
to the style urge. as evidenced by new 
conceits in clothing that have just come 
from Broadway. In next week’s issue 
we will show how shoes can keep pace. 





BOOT AND SHOE 


RECORDER 


with which is combined The Shoe Retailer 


Division of United Business Publishers, Inc. 


Copyright 1931 by the Boot and Shoe Recorder Publishing Co. 








VOL. 100 No. 2 
NEW YORK—September 19, 1931 
IN THIS ISSUE 

Voice of the Trade.................... Observations and Comment.......... 1 
What Is Value in Shoes?............... To Manufacturer, Merchant and 

CURRIN a oc ascites cowtrerecesinwes 14 
An Open Letter from a Chain Store Man. . To an Independent Shoe Merchant.... 16 
Plan Shelter Shoe Promotion............ Stormy Weather Will Give Shoe Sales a 

Bis PUN FORWAIG «oes cc ckecees 18 
Wate Wit PMS... eee ess Eleven Shoe Stores on New York’s 

Orthopedic: Street ..<. «e: ccesic et 20 
From the Editor’s Angle............... By Arthur D. Anderson...........-- 22 
Combinations Discreetly Fashioned. ..... By Madame Hamilton Jeffries........ 24 
Publicity Doubles Sales................ How a Philadelphia Store Featured 

Rubber Soled Shoes............-. 28 
Shoe Sales Beat All Records............ “Buffalo Day” Big Success.......... 32 
The Public Is Buying Shoes............. How Business Opened in September... 38 
Buy Fewer Styles—Geuting............ Merchants in Session at Schenectady.. 44 
Gia NA oo ok idee neous eee tinens About People and the Trade......... 63 


Changes, Embarrassments, New Stores.81 








Published by BOOT anp SHOE RECORDER PUBLISHING CO. 
239 West 39TH STREET, NEw York CITY 


EVERIT B. TERHUNE, President 


WILLIAM M. LEBRECHT, Vice-President and Treasurer 


Vice-Presidents 


H. WALTER SCOTT, BERNARD C. BOWEN, CHARLES H. FURBER 


ARTHUR D. ANDERSON, Secretary 


Directors 


In addition to the above-named officers: 


A. C. PEARSON, HUGH M. BOWEN, L. F. DUTTON, 


HICAGO 
Republic Bldg., “aan and Adams St. 
OCHESTER 


R. L. SEWARD 


Editorial Staff 
ARTHUR D. ANDERSON, Editor 
RAYMOND L.FITZGERALD, Managing Editor 
MME. HAMILTON JEFFRIES, Fashion Editor 
HARRY R. TERHUNE, Field Editor 
Associate Editors 
OWEN A. THOMAS HARRY F.. BAKER 
FRED A. GANNON GEORGE E. GAYOU 


Branch Offices: 


St. Lovis 


1627 Locust St. 


R 
115 BEllwanger and Barry Bldg. 


FOREIGN SUBSCRIPTION—Th 


Boston PHILADELPHIA 
140 Federal St. 1201 Chestnut St. 
CINCINNATI 
501 First Nat. Bank Bldg. 


UBSCRIPTION RATES 
The subscription price of the Boor AND SHOp RECORDER is $3. oo for one year, which includes postage in the United States and its possessions. 
Tax in Canada $2.60 extra. 


e price to all foreign countries except the above is $10,00 per year including postage. 
All subscriptions are payable in advance. Single copies 25 cents. 





Entered as second class matter Sept. 19, 1925, at the Post Office at New York, 
Member, Audit Bureau of Circulations : 





Member, Associated: Business Papers, Inc. 








N. Y., under the act of March 3, 1879 























R 834 Black Scotch Grain 
R 835 Brown Scotch Grain 
C and D—6 to 11 


R 817 HOTSPUR LAST 
—Black Calf, Cork 
Box, Heavy 18 Edge 
Double Sole, Leather 
College Heel. Sizes 
and Widths: B, 6 
to 11; C and D, 5 
to 11. 


R 832 Black Scotch Grain 
R 833 Brown Scotch Grain 
Favorite Last 
A to D—6 to 11 






= 
Barer 


R 836 Black Calf 

R 837 Brown Calf 
Favorite Last 

A to D—6 to 11 





Western Representatives 


A. F. Medine, 573 Haywood Hotel, Los CROSSETT 
Angeles; Chris E. Nelson, Hotel Gowan, 
Seattle, Wash. By - O E C CO. 


FACTORY, AUGUSTA, ME. 


10 





4 NEW CROSSETT-MADE 


STYLES 


STOCKED FOR FALL 


to retail at 


$ 


VERY PROFITABLY 








These shoes are not only good looking—they are charac- 


teristically CROSSETT in every value element. 


They are made to make the customer feel that his five 
dollars never bought so much real shoe money’s worth 


before. 


Our Rapid Service Stock Dept. Offers 18 
New Styles for Fall in Crossett and Lewis 
Shoes 


69 Styles in All 


Several new lasts—among which the “Favorite” on the 
popular custom type toe is notable. Many of the new 
models are of the fast selling “young mannish” pattern. 





CROSSETT STYLES made to retail at $6 to $9. 
LEWIS STYLES made to retail at $5 


Write for New Fall Catalog—Ready Now. 
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The VOICE of the TRADE 


The welcoming group 
of city and national officials stood 
at the Battery waiting for the 
DO-X to come drifting in from 
her flight from across the water. 

In the sky were army planes and 
private craft manned by distin- 
guished pilots of the air—men 
with records of courage, medals, 
ovations. 

The air fleet was mustered out 
in honor of the travelers from the 
other side of the Atlantic who 





were due to arrive shortly in the 
world’s largest passenger plane. 

The crowd cheered as first one 
air hero and then another brought 
his craft low over the Battery. The 
city officials bared their heads. 

Suddenly a lone sky cigar of sil- 
ver emerged from the clouds. Its 
nose dipped gracefully as it sailed 
toward the great mass of people 
and the welcoming committee. 

“Must be the Graf Zeppelin,” 
whispered one of the notables on 
the reviewing stand. 

“They should have informed us 
beforehand,” frowned a chairman. 
“The salutation will have to be im- 
promptu.” 

The committee arose. The 
crowds followed their example in 
doffing hats. Three wild cheers 
went up to greet this new hero of 
the air that had come to welcome 
the famous DO-X. The army men 
put their fingers to foreheads. 


Boot AND SHOE RECORDER 





Others clicked heels in military 
salute. 

The ship glided forward until the 
name was discernible on its flank. 

“Enna Jettick Shoes” read the 
crowd. 

Two hundred thousand people 
burst into laughter and looked 
critically at their footwear. 


* * * 


dd 
Barefoot -boy with cheek 


of tan” meets with the approval of 
Frank A. Bouelle, superintendent 
of schools of Los Angeles, for he 
announces that it is all right for 
children to attend school in bare 
feet in Los Angeles. 

“There is no reason why young- 
sters should wear shoes when they 
are more comfortable without 
them,” he said. “I wish I could 
go barefooted myself.” 

A hat merchant from Los An- 
geles sent us this item with a 
merry Ha Ha to all shoe men who 





say—“‘Well, they may go bare- 
headed but they will never go 


barefooted.” 
* * * 


Davia G. Ong, 


president of the United States 
Leather Company, has been named 
by Chairman Harvey D. Gibson 
of New York’s Emergency Un- 
employment Relief Committee to 
direct the campaign in the leather 
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and kindred trades. Preliminary 
organization is now being effected 
by Chairman Ong. Assisting him 
will be numerous sub-chairmen 
who were instrumental in raising 
the leather industry’s quota last 
year, so stand ready, one and all, 
to give and give again. 


* * * 


A shoe clinic at 


the corner of Broadway and Forty- 
second Street, operated by T. O. 
Dey—whose slogan is “Come to- 


(*) 


day to Dey’”—can do many tricks 
of repair with an old shoe, but best 
of all is the charge of $6.75 for the 
repairing, redyeing and recover- 
ing of an old pair of $5 shoes. 
Believe it or not, but the customer 
paid willingly. 

The best little money getter of 
this shoe rebuilder is lengthening 
shoes from one to three sizes and 
he has estimated that in a year he 
has lengthened short shoes four 
city blocks—being the aggregate 
repairing if measured in inches. 






—=—, 


* * * 


“J; ” , 

im” Daly’s Golden Rule 
factories cut 200,000 inches of alli- 
gator leather, for a beginning, and 
then cut up divers other lots of the 
crocodile pelts. This is the best 
season for alligator shoes, for 
street and sport wear, that “Jim” 











Daly has known. That expression 
“200,000 inches,” by the way, 
means that the alligator skins 
measured that width for a total 
across the back. Reptile leather 
is not measured by the square 
foot, like cowhide and other fa- 
miliar leathers, but by the width, 
and that in inches. He also notes 
a steady increase in the demand 
for pumps—opera model, chiefly 
black kid, black calf, grain or 
suede finish, and patent leather, 
The cutting of these pumps will 
go on until well into October. 
Production for these factories 
shows 60 per cent blacks, 30 per 
cent browns, and 10 per cent other 


colors. 
* * * 


Sites H. Strawn, 
president of the United States 


Chamber of Commerce, believes 
that everybody’s business has a 


YS 


fe» 


part to play in the present situa- 
tion. He broadcast nationally: 
“The rapidity with which prosper- 
ity would return to the nation 
would depend entirely upon how 
quickly business leaders come to 
realize that the responsibility for 
raising the depression belonged to 
them and not to the government. 
Business must protect employees 
against future periods of depres- 
sion by establishing adequate re- 
serves in prosperous times.” 


WONDER why THE 
Po.rce Oon'r 
comé —— 


* * * 


F F. Tuffly 


of Houston, Tex., has discontin- 
ued the month-end sales and has 
met with quite some success in 
popularizing the name of his new 
department, featuring at all times 
broken lines and sizes. The new 
division is called the “85 section.” 
All shoes are graded at two prices 
—$6.85 and $8.85. 

A postcard was sent to some 
eighteen thousand ledger accounts 
introducing the department. Then 


followed an enclosure in the 


monthly statement envelope—two 





PLUS SIGNS 


PHILCO is producing 7500 radio sets a 
day—more than double the production of a 
year ago at this time—and employment at 
their plant has increased from 4000 to 5200. 

BANK CLEARINGS last week, as reported 
to Bradstreet’s, show a gain of 10.6 per cent 
over the previous week, and a smaller de- 
cline from a year ago than for some time past. 
The following cities show a gain over the 
1930 week: Philadelphia, Cincinnati, New- 
ark, Washington, Providence, and Rochester. 

IMPROVEMENT IN THE TEXTILE FIELD 
is shown by the textile-financing done by 
Commercial Factors Corporation. The in- 
crease for the year to date over last year is 
24.6 per cent. 

SHIPMENTS OF AUBURN AND CORD 
CARS for August total 1803 as compared 
with 609 last year. For the first eight 
months of the year 32,045 cars as against 
13,693 for the entire year of 1930. 

EXPORTS of STUDEBAKER-PIERCE-AR- 
ROW CORP. in August were 55 per cent 
ahead of a year ago, representing the fifth 
consecutive gain for shipments abroad. 

SALES OF GENERAL MOTORS CORP. 
to consumers in August ran ahead of ship- 
ments to dealers. This was the third con- 
secutive month to reflect a continued re- 
duction in retail stocks. 

LOADING OF REVENUE FREIGHT for 
the week ending Aug. 29, show an increase 
of 15,053 cars above the previous week. 


MANY CHAIN STORE SYSTEMS RE- 
PORT HANDSOME GAINS in August sales 
over last year; such as: J. J. Newberry, 5.3 
per cent; G. C. Murphy, 11.4 per cent; 
Bickford’s, 26 per cent; Dominion Stores, 
7.8 per cent; Kaybee, 20.7 per cent; Peoples 
Drug Store, 1.3 per cent. 

THE “RADIO CITY” PROJECT in New 
York will give employment of 10,000,000 
days of eight hours each to the workers who 
produce, transport, and erect the ten build- 
ing units. 

AUGUST SHIPMENTS OF NORGE RE- 
FRIGERATORS were 473 per cent greater 
than the August shipments of last year. And 
for the first eight months their sales show 
an increase of 512 per cent. 

JULY NET INCOME OF CHICAGO, 
ROCK ISLAND & PACIFIC RAILROAD 
gained 21.6 per cent over the same month 
last year. 

RETAIL SALES OF ALL AUTOMOBILES 
IN AUGUST were approximately 180,000 
while the total production was only 157,000 
indicating a shrinkage in retail stocks of 
23,000 units for the month. 

CONSTRUCTION WORK contracted for 
by the Austin Co. in August was more than 
70 per cent above July. 

NATIONAL BELLAS HESS CO. August 
sales showed an increase of 21.5 per cent 
over August last year. This is the third 
largest mail order company. 

THE IRVING FISHER ALL-COMMODITY 
INDEX of Wholesale Prices remained sta- 
tionary last week. 

BANK DEBITS to individual accounts as 
reported to the Federal Reserve Board for 
the week ending Sept. 2 show an increase of 
9 a4 cent over the total for the preceding 
week, 


Compiied by SALES MANAGEMENT 
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newspaper ads and a special win- 
dow display. Results are plenty. 

All over the country there is a 
search for new names to take the 
place of ‘‘bargain basement.”’ Some 
merchants now use: 
Thrift Arcade 
Economy Department 
Lower Level Store 
Money Saving Section 
Budget Shop 
Super-value Section 
Surprise Shoe Section 

x * * 


A\talfa Bill Murray 


Governor of Oklahoma, visited 
Memphis, Tenn., and while there 
said: “To be real comfortable in 
your room, get into your sock 
feet.” 

Then Sherron’s Shoe Company, 
Main and Union, Memphis, capi- 
talized on this trade winning idea 
in their publicity campaign in this 
way: 

“The Governor of Oklahoma 
said : 

“To the Governors of Arkansas, 
Mississippi, and Tennessee: 

“*To be real comfortable in your 
room, get into your sock feet.’ The 
statement is so true it will not per- 
mit an argument. But you men 
can’t stay in your room but a very 
small part of your time. There- 
fore come to Sherron’s, corner 
Main and Union ,and let us fit you 
for a pair of our shoes, then your 





feet will be comfortab’e all the 
time in your office or on the street.” 

News sells shoes—so tune up 
your publicity campaign with any 
statement that a statesman, actor, 
business man, etc., says about feet, 
shoes, etc. It puts timely sales 
into shoeology. 


* * * 


F ree chiropody is to 
be had in London Character shoe 
stores in New York. This is not 
a new idea for it has been tried in 
Prague where every customer was 
asked to prepare his or her feet 


























for shoe fitting. But it is new to 
New York—particularly in the ser- 
vice rendered free. Did we say 
free? Not so very—for the chir- 
opodist usually gets an adequate 
tip and leaves no loop-hole. 
There is altogether too much 
plusage- in shoe service without 
this latest customer “come-on.” 


* * * 


dd p 
lenty of money, 
‘try and get it.’ Treasury officials 
are more or less responsible for the 
appearance of artificial leather on 
the market for “money to burn” 





is no figure of speech at the money 
destruction division at the Capital, 
where Uncle Sam destroys two 
billion bills each year, with a face 
value of ten billion dollars. 

We now learn that the old bills, 
torn and defaced which are dis- 
posed of in a large incinerator, 
-eventually find their way to the 
‘mill of the manufacturers of arti- 
ficial leather, who purchase the 
pulp of the old bills, from Wash- 
ington. 

* * 8 


— Joe Terhune 
-dropped into the New York office 
for a fraternal visit. In his haste 
‘to cover the town, he pulled out 
his watch and we had occasion to 
-see the inscription therein—“Pre- 
sented to Joseph W. Terhune by 
‘the Cutting Room of the W. L. 
Douglas ‘Company’; and to our 
-amazement the date was exactly 
fifty years ago. Joe, at that time, 
was head of the cutting room. 
Sometime previous to that, W. L. 
Douglas confided that “when he 
had $50,000 in the bank, of his 
-own earning, he intended to retire 
as he could live on the 6 per cent 
income.” 

Joe had occasion many times to 
remind W. L. of that conversa- 
tion when Douglas was several 
times a millionaire, governor of the 
State of Massachusetts and one of 
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Ask Me Another 


—What is the status of instalment selling at 
present? 

—Like other types of sales, its volume has 
decreased. 

—Does that mean that it is unsound? 
No. Since its volume, in proportion to 
total sales, has varied but little in the past 
few years, it appears to have proved its 
soundness in a period when the rectitude 
of financial and credit structures of all 
types have been severely tested. 


Zoe @ Tee 


President 





the heroic figures of the shoe in- 


dustry. 


x ££ © 


a ee now joins 
the good old selling fears—pyo- 
rrhea and athlete’s foot. If you 
want to know the truth—Tarsalgia 


describes the foot troubles that 
nine out of ten women suffer in 
heroic silence. When her feet ache 
and sting and the pains shoot and 
stab and her nerves are on edge, 
she has Tarsalgia. Headaches, 
backaches, nervous susceptibility, 
pains in the limbs—all can come 
from suffering feet. 

The new selling idea comes out 
of the Ault Shackford Shoe Com- 
pany of Auburn, Me., and is now 
running in the newspapers as a 
trial campaign in the New England 
territory. ‘ 

* ok 


; Harry T. Wright 
of the famous family of Wrights 
from the South Shore of Massa- 
chusetts, has crossed over into 
Canada and is now general man- 
ager of the Murray Shoe Com- 
pany, Ltd., of London, Ontario. 





* TRYING 
‘aa SLEEP?! 


—GRANAD 
HUNTER 
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is VALUE ina 


Standards by Which Manufacturer, Merchant and 
Customer Determine What Merchandise Is Worth 


By MURRAY C. FRENCH 


x the office of a shoe manufacturer 
I picked up a pump. “That’s worth five dollars,” 
he told me. 
A week latér I saw the same shoe in a retail store. 
“That’s worth eight dollars,” said the retailer. 
At the same moment I saw the woman in the third 
chair kick the same style off her foot. “I wouldn’t 
give you two cents for that. It hurts,” was her com- 


ment. 
What’s this? Has merchandise no standard of 
value? Is it impertinent to ask: (1) What did the 


merchant do to that shoe to make it worth eight dol- 
lars instead of five? (2) If he added no value to it, 
what right has he to be in business? 

First, let’s ask: What is value? That depends. 
To the manufacturer a thing has a mechanical value; 
to the retailer it has a resale value; to the consumer, 
a value in possession. Three different values on every 
article of commerce. 

We retailers have long recognized the principle that, 
regardless of the mechanical value of a shoe (mate- 
rials plus labor), we will not buy it unless it has a 
profitable resale value. But too often in our dealings 
with the customer we do not follow that same line 
of reasoning. 

“I priced that shoe a dollar under cost and still 
she wouldn’t buy it!” How often we have all heard 
that grumble! Yet we all know the cost price is no 
measure of the value to the customer. 

Nor can the retailer justify his own existence by 
saying, “This five-dollar pump is worth eight dollars 
to the customer because my selling expense amounts 
to three dollars.” That is all right from a mathe- 
matical angle—and mathematics are quite essential 
to correct business practices. But that answer hardly 
appeals to the customer’s sense of justice. 

What, then, does the retailer do to make a five- 
dollar pump worth eight dollars to the consumer, 

If we can answer that question correctly, perchance 
we shall hit upon the reasons why customers flock to 
one merchant and away from another. The answer, 
if correct, may even point out the type of merchant 
who will be with us ten years hence and the type that 
will be among the “late lamenteds.” 

The moment a shoe merchant hangs out his sign 
he automatically incurs a deep moral obligation to 
his community. By the mere fact of opening his 





doors he virtually signs his name to an agreement 
something like this: 


“T, shoe merchant, do hereby solemnly declare I am 
an expert shoe man. I know how to conduct a shoe 
store; how to buy shoes; how to fit shoes; how to 
anticipate what you, the community, will want three 
months hence. I can and will do all those things for 
you better and cheaper than you can for yourselves. 

“T shall be your purchasing agent, ever attentive 
to your needs, careful of your purse, and jealous of 
your affections. 

“Furthermore, should any footwear trouble arise, 
I shall always be on hand to help you; I shall always 
be truthful; I shall be a good citizen of your com- 
munity. 

“In return I expect you, the community, to pay me 
a profit, this profit to be in direct proportion to the 
degree in which I carry out my promises to you.” 


There, gentlemen, is what the retailer does to entitle 
himself to a profit. 

There is the yardstick by which every shoe man 
may measure his chances of staying in business. 


Bu just how does all this 


add any value to the shoe? Regardless of the re- 
tailer’s honesty, his skill or his style sense, the shoe 
still has the same leather, the same shape, the same 
style as when it left the factory. He does not change 
the shoe one iota. He cannot. 

All the retailer does, whether we like this statement 
or not, is to bring together the product and the con- 
sumer. He provides a place where the two may meet. 
And clerks, measuring sticks,’ chairs, electric lights, 
all exist for the purpose of putting into that shoe a 
value it did not have when it left the factory—a value 
in possession. 

Meaning what? Speaking negatively, a 6B has little 
value in possession on a 71%4AA foot. Nor a satin 
slipper for a picnic. Nor a calfskin pump for a severe 
case of tender feet. 

Don’t laugh! Those are but mild examples of the 
daily violations of the merchant’s solemn “oath of 
office.” 

How often have we heard a salesman defending 
himself in case of a misfit or a charge of misrepre- 
sentation, “But she just wouldn’t have anything else!” 
In other words, the clerk grasped at the shoe to 
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SHOES 


which she showed least casual resist- 
ance, then bore down on it—regardless. 
Possibly he has been taught—not in 
so many words, of course—it is a 
j greater crime to miss a sale than to 
juggle the truth. 

Instead of adding a “value in pos- 
session” to the shoe’s mechanical value, 
such selling actually destroys (for the 

[TURN TO PAGE 76, PLEASE] 






























“WHAT IS THE VALUE OF THIS SHOE? 


| To the manufacturer it has a mechanical value. i 


So much leather at so much per foot. 

| 1 pair of soles of certain grade and quality. 
1 pair of heels of a certain standard price. 
Linings, trimmings and various findings. 
Labor that enters into its manufacture. 
Overhead charges at the shoe factory. 
Total cost of making shoe . . . $5.00. 


To the retailer it has a resale value. MA 


Good leather, well constructed, definite quality. 
Current style, afternoon type, pleasing appearance. 

Good fitter, suited to average customer’s needs. 

Will please my trade from all these angles. 

Fills need in my stock, having merchandising possibilities. 
Will bring, on basis of experience, $8.00. 


To the customer it has a value in possession. oi 


Exactly suited to my needs in fit and type. 
Style that | like and that suits my need. 
Comfortable on my foot and satisfactory in every way. 
Will wear me satisfactorily and give service. 

I'll be proud to own it and to wear it. 

Will give me . . . $8.00 worth of happiness. 
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Dear Bill: 


So you’re playin’ 
around with that fillin’ 
station idea, again. Well, 
Bill, to be perfectly hon- 
est with you, I’ve sometimes had that 
same idea myself. Sounds so darned 
simple, doesn’t it? You just let the mer- 
chandise flow in out of a tank truck and 
then you pump out the profits. Pick a good location 
and your net is merely a matter of arithmetic. No 
style problem to worry about. No end sizes to sell 
for half price or less. So many gallons a day, so much 
profit per gallon. All you need in the office is an 
adding machine. Then, when your profits pile up, 
you open up another station and pretty soon you have 
a chain. 

But wait a minute, Bill. Did you know that out 
on Long Island they’ve been paying 12 cents a gallon 
for gas and selling it for 11? There’s been a war on 
over there, and it lasted all summer. Seems they have 
competition in the gas business, same as in shoes, only 
worse. 

Come to think of it, Bill, do you know of any busi- 
ness today that doesn’t have competition or that isn’t 
faced with the problem of how to make a profit? On 
the level, after looking ’em all over, I honestly believe 
it’s as easy to make money selling shoes as any way 
I know of. I mean, honest, legitimate way. 

A man who has been in the game for so many 
years and now decides that he ought to try another 
field is certainly in need of good common sense and 
advice. Now, Bill, don’t take this as a reprimand, 
but as constructive criticism from a friend. Try and 
follow my advice and take inventory of yourself at 
once, analyze yourself, take a mirror, look into it and 
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There is something of the family 
spirit in shoes that seems to be a 
stronger bond of fellowship than 
in any other industry at retail— 
such a spirit prompted this letter 


see yourself as I see you and I’m 
sure you will again resume the 
spirit and become the Bill you 
once were. 

As you know, I am in charge 
of a chain store, doing a tremen- 
dous volume of business, always 
planning and analyzing my work 
so that it really is very interest- 
ing. I not only think of my fel- 
low worker, with whom I must 
always cooperate to obtain re- 
sults, but also of my employer, who is in busi- 
ness for net profits. You realize that efficient 
operation and management and personal develop- 
ment are very important factors in business in or- 
der to obtain net profits. Therefore, train your- 
self, train your staff, plan your work and work your 
plan and I’m sure that you will find your work out- 
standing in your field. Have one objective for all 
things you do, have your staff familiarize themselves 
with your objective in order to achieve your goal. 


: have the knowledge—you 
can plan—and, if you'll work twice as hard, you’re 
bound to obtain results. Now, dear friend, let me tell 
you how I go about my work. I am very long in the 
business and have practical knowledge besides my 
education and by working hard, I obtain results. My 
personnel all like me because I am fair, but firm. Al- 
ways be a square shooter. Be a leader and you will 
be followed by your personnel. As you know, the 
knowledge of a pupil reflects upon the teacher—take a 
personal pride and interest in developing your per- 
sonnel. I get no greater kick out of my work than 
that of developing one employee for the other’s work. 
This enables my employees to gain a greater confi- 
dence in me as I believe in promotion from the ranks. 
In the last three years, numerous men and women 
were drawn from my store for promotion. 

Before I open my store in the morning I watch 
my windows to see if any changes are necessary and 
appoint a man with proper training and analysis for 
that job, work with him, show him what I want done 
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to His Friendly 
Neighbor - - - 


AN INDEPENDENT 


SHOE MERCHANT 


and, when able, reward him for it. 
I have a weekly plan for my porter and check it to see that my 
instructions are carried out in order to have clean windows and a 


He becomes a window expert. 


clean store at all times at a minimum expense. 


I train all employees in the art of dyeing shoes and, yes, even 
the porter, so that satisfactory and quick work can be had for the 


customer who is in a hurry. 






from a CHAIN STORE MAN 





We may be sure of one thing— 
namely, that in the long run it will 


not make a particle of difference 
what people think or say of chain 
stores. If the chains serve the pub- 
lic more efficiently and economically 


than other stores, they will continue 


My personnel is trained in the receiving and transferring of 


merchandise, keeping records 
of both. 

The cashier must be accur- 
ate at figures, and I often ex- 
plain my ways and teach her 
that efficient operation behind 
the desk can be had as I never 
like to be seen sitting behind 
the desk. A manager’s job 
is on the floor, always analyz- 
ing his personnel, come in con- 
tact with as many customers as 
possible in order to obtain in- 
formation as to what is needed 
in the store. 

I believe in a T. O. system 
without antagonizing custom- 
ers. A good policy to follow 
is a lost sale and a satisfied 
customer rather than a com- 
pleted sale and a lost customer. 
Of course, we try to make 
every sale, but I take extreme 
care it retrieving lost sales by 
being on the floor myself. 

My assistant has his steady 


[TURN TO PAGE 74, PLEASE] 
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to exist. If not, they will go into 
the discard. 
SAYS J. R. SPRAGUE 
in The Saturday Evening Post 
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Plan Shelter Shoe Promotion 


Stormy Weather Will Give Shoe Sales a Big 
Push Forward If Merchants Feature Footwear Right 


U. S. Weather Bureau 
Percentage of Precipitation 
Over 20 Year Period 
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% 
oO SEE Pee aires 9 
US San 9 
Richmond, Va............. 8% 
Wilmington, N.C.......... 844 
Greenwood, S. C........... 6 
oS SS ee oe 5 
Marquette, Mich........... 84% 
OS re 6 
fog Saree 
Pk. Rapids, Minn.......... 
Bismarck, N. Dakota....... 
SSS ED ae ee 
Columbia, Mo............. 


Little Rock, Ark........... 
Alexandria; La......25..... 
Helena, Mont.............. 
Breckenridge, Colo......... 
Albuquerque, N. Mex....... 
he Se 
*American Falls, Idaho..... 
NE, Ile gs coe os sss ss 
senmttie, WEAD.............. 
Spokane, Wash............. 
Dayville, Oregon........... 
Winnemucca, Nev.......... 
eS. 
*Tonopah, Nev............ 
San Diego, Cal............. 





© 039 
— 
I= O39 


Di Un 90 COSQ 
xX 


Xx 


20 
“ 
RN 
ae 
DOI eH OAMUNMN OO ~1U1 0 ~100 


ar 
£ 
— 
n 
‘ie 
eo) 
am 
as 
— 
on 
= RD RWW OOO DOD 


s 


X 


_ 


MID OW UINIHOWOOS AUN 
we 
S 
wr 
— 


XX 
_ 
oo ADWMANAIHA NU HAO W 
_ 
n 
XX 


~ 
XX 
— _ 
oon 
— _ 
— nN 
NR R Ree Re os 
QR NP WWUATe ROOD 6 

















High up in the Whitehall Building, 


at Battery Park, New York. Telephones ringing con- 
tinuously. The young man at the board explaining, 
“Sorry, sir, we have nine trunk lines, but there are 
still many calls every day that can’t get through.” 

And I wondered how many alert shoe men were 
among the hundreds who were in constant touch with 
the Weather Bureau—who studied records and fore- 
casts as a basis of promotion for shelter footwear. 

When I mentioned I thought conditions were chang- 
ing, the chief promptly corrected me, saying that sea- 
sons may vary but averages for various sections hold 
good. 

Averages in temperature, averages of precipitation, 
number of days with snow on the ground, and aver- 
age health conditions all have a bearing on shelter 
~ footwear. Conditions have changed, but this year the 
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financial situation will give a new difference in shoe 
demands that should be studied and met. Planned 
promotion of items of necessity and protection will 
help the store that has the right goods, at the right time, 
in the right proportion and at the right price. 

Being casual or careless in promotions will not do. 
You have to SELL today. Food, heat and habita- 
tion will make first demands. Footwear and apparel 
in the she!ter classification will follow. Plan stocks 
and promotions to meet this economic situation. Then 
tell the public in planned advertising and display. 
Appeal to their reason! 


Protection, economy, style and the many varia-_ 


tions of each appeal are basic selling angles. List 
them, study them, fit them into ads and displays. 
IDEAS are what increase sales! 

Records show that younger people are subject to 
colds and kindred ills in the early winter, while there’s 
usually an epidemic of serious colds among older 
people along in February. Talk it over with local 
physicians. Try to get signed statements. The de- 
partment of health should be glad to cooperate. 

Getting back to the chart of precipitation percent- 
ages, you can figure out your local average of per- 
centages for six months from October to March. 

The last of November brings a severe storm sea- 
son, there’s a decided drop in temperature in most 
sections in December, averaging 15 degrees east of 
the Rockies in the northern part, to a 7 degree or 
8 degree change along the Gulf Coast, and 3 degrees 
to 4 degrees colder on the Pacific Coast, where the 
rainy season is going strong in December and in- 
creases in January. 

January, as a rule, is the coldest month in the year, 
with graduations of 1 degree to 25 miles in winter 
as compared to 1 degree to 90 miles north to south 
in the summer. February is slightly warmer than 
January, yet some of the coldest weather of the year 
frequently occurs during the early part of the 
month. 

Why all these facts and figures? Because they can 
be translated into selling arguments for shelter foot- 
wear. Because they stimulate further study, thought 
and planning of promotions to meet weather and 
economic conditions, thus INCREASING YOUR 
SALES! 
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Dangerous Months Ahead 
‘for Young People! 


Medical records prove that young 
folks are liable to contract colds, flu and 
similar illnesses in the Fall and early 
Winter. Carelessness and pride may 
take a heavy toll. 

Solid shoes and rubber footwear will 
save precious health and doctor’s bills. 
And it costs so little to save illness and 
worry when you come to (store name). 


(Description and Prices) 


RECORDER SHOE STORE 























Wet Weather Footwear 
for Every Man 


Whatever you do, (store name) has the 
right footwear to guard your health, to 
save you money 


For young men, heavy soled grain 
leather shoes with spats. 


For older men, sturdy calf shoes, 
with spats and rubbers. 


For outdoor men, welted high shoes, 
or boots. 


For sportsmen, high lace boots, hip- 
length rubber boots. 


RECORDER SHOE STORE 
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The Smartest Shoes 


Give Most Protection 


Fall’s smartest street shoes have sub- 
stantial soles and comfortable heels. 
They protect you against dampness and 
slipping. And when it’s real nasty and 
wet, good looking rubbers and galoshes 
give stylish protection too. 

So you see, it’s both fashionable and 
wise to wear footwear that guards your 


health. 
(Description and Prices) 
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Wise Wives 
VS. 


Sick Husbands 


“Sh! Daddy’s  sick!”..... “Lemme 
alone!”....you know the old story well! 
Hubby’s home sick with a cold making 
life miserable for the whole family. 

Prevent it. See that he has solid 
soled shoes and rubbers....and wears 
’em. It will save money, time and 
worry! It may save lives. 


(Description and Price) 
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Types of orthopedic footwear sold in the specialized shops on West 39th Street, New York. The four at the left are distinctly styleful 


numbers on which most of the sales are now made. At the right are two of the older types which are still in demand but in much smaller 
volume than heretofore. 


THE FIA FLATS 


Eleven Shoe Stores in One Block on 39th Street, New York, Form Unique 
Orthopedic Retail District Where Special Shoes Are Fitted for Every 
Known Foot Ill 


By HARRY R. TERHUNE 
Field Editor 


Ths is a mighty tender subject— 
telling the story of the feet that go into 39th Street 
shoe stores. 

This one block, between 5th and 6th Avenues, New 
York, has the unique distinction of having eleven 
shoe stores or departments, all catering to the lame, 
limping, loose feet of the multitude. Every day in 
this block looks like a convention day of those whose 
feet have corns, calluses, arches that are going-going- 
gone, ingrowing nails and feet that are still good but 
whose owners are wise enough to take proper preven- 
tive precautions. 

These stores are doing so much to relieve feet that 
they might well have signs in their windows saying: 
“We fix flats.” In fact, scouting up and down 39th 
Street, one comes to the conclusion that more things 
can happen to the feet than to a ten-year-old flivver. 

Two million dollars in retail sales during the cur- 
rent year is real money in any language. That is 
what the gross sales in this block of one general type 
of footwear are estimated to be. Roughly, this figures 
out to be in the neighborhood of a quarter of a 
million pairs of shoes that are wrapped up in these 
eleven stores. 

This grouping of shoe stores having patented or 
advertised features is a comparatively recent develop- 
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ment. It has been a gradual growth during the past 
ten years with Lane Bryant Co., the pioneer. Closely 
following them came the Garrod store, and what a 
story that store can tell! It is a family shoe store 
concentrating on one type of high-grade orthopedic 
footwear. Regardless of changing styles the Garrod 
outfit has stuck to their own ideas as to styles. A 
steadily increasing business is proof that they were 
right. 


Dawing the past three years, 
the increase in outlets has been at a rapid rate. It is 
interesting to note that the first settlers welcomed the 
newcomers, as they felt that such a grouping of stores 
of one type would tend to focus the public’s attention 
on one particular spot. The advertising of each store 
helps to bring customers to that block. A very 
friendly feeling exists for the most part among the 
competing merchants. Customers confusing store 
names are always courteously directed to the one they 
are seeking. That, of course, is only common cour- 
tesy, but it is also a part of the 39th Street code of 
ethics. If one store does not carry a certain partic- 
ular type or size shoe that the case requires, a definite 
store is suggested as a possible source of supply. 
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Perhaps the fact that the RECORDER is only a block 
and a half due west on this same street may have a 
decided bearing on this fine existing cooperative spirit. 
And then again 





E. V. Nichols, shoe buyer 


for Lane Bryant, contributes the thought applicable to 
all stores. To quote Mr. Nichols: “The more stores, 
the merrier. All have a following. A good percent- 
age of our extra business comes from the “floaters,” 
the people who just happen to be in the neighborhood 
and are attracted to shoes by the concentrated dis- 
plays. When good treatment and understanding ser- 
vice is rendered to these people, they often become 
our most loyal customers.” 

While the shoe stores here have decidedly varied 
features, ranging from the very flexible to the very 
rigid, there is practically one standard step for those 
men who contact the trade. Without exception, the 
shoe fitters are all of a mature type, careful, practical, 
patient, real shoemen, thoroughly trained in the art of 
fitting feet as they should be fitted. 

Ellis Arndt of the Arch-Aid store told the story of 
the block as he said: “Our customers do not always 
know what is best for them, so we must have men 
capable of doing a proper job. These men must know 
feet and lasts. Not only that, they must know the 
relationship of one to the other. Knowing lasts in- 
timately is even more necessary than knowing custo- 
mers. We demand well-balanced shoe fitters who 
know how to sell shoes as they should be sold.” 

With the introduction of style footwear, the job of 
the man on the fitting stool was made even more com- 


NEW YORK’S ORTHOPEDIC 
SHOE STREET 


. Lord & Taylor 
. Lane Bryant 

. Footform Shoes 
. Arch Preserver 


. Foot Friend Shoes 
. Physical Culture § 
Proper Form Shoe Co. and 
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plex, but in the main the men have sufficient back- 
ground so that they are able to cope with nearly all 
cases. 

This block is perhaps the last stand where high 
shoes are sold in any perceptible quantity. Up to two 
years ago, the boot business was a very important 
factor, but since that time there has been a sharp 
decline in the sales, so that even stores featuring boots 
report only a scant 20 per cent of their business in 
footwear that covers the ankles. 

At Garrod’s, which is one of the few stores carry- 
ing children’s shoes, they tell that the majority of 
shoes sold to youngsters are boots, on account of the 
needed ankle support. It must be taken into consid- 
eration that this store and most of the others in the 
block do a tremendous prescription business, which 
originates from hospitals, orthopedic surgeons, podiat- 
rists and chiropodists. At the Arch Preserver Shop 
salesmen are instructed to show boots to all customers 
who should wear them, explaining as they do how the 
added protection of the boots, even if worn only a 
few hours each day, stimulates the circulation and 
improves the foot health. 


Exchanges are the nightmare 
of the shoe fitters’ and proprietors’ existence. This 
is not a result of the grouping of many stores but is 
a universal habit of those having tender feet, which 
change from day to day. It must be admitted that 
with sundry stores a few steps apart, the feminine 
tendency to shop around is the cause of many returns. 
All stores but one go to great lengths in their en- 

[TurN TO PAGE 74, PLEASE] 
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9. Arch-Aid 

10. Natural Bridge 

11. Garrod Shoe Co., Inc. 
12. Tand Bros. 
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What Fit?—Onthopedic Shoes at $3.00 


brings the shoe industry face 

to face with the possibility of 
legislation to insure the public’s 
health from the possibilities of foot- 
fitting harm. An irate citizen of the 
State of New York proposes to pre- 
sent a law to the coming legisla- 
ture making orthopedic shoe fitting 
as regulatory as dental, barber and 
chiropodist service. 

The fitting of feet, he maintains, 
in orthopedic and corrective foot- 
wear, is a matter for legislative 
consideration. He stands ready to 
cite example after example of foot 
health advice being given by in- 
competents—and fitting being made 


I GNORANCE at the fitting stool 


by grossly ignorant shoe clerks. He 
proposes to ask the State to license 
shoe fitters of orthopedic shoes after 
due test and examination by a state 
board. 

It is possible for industry to do 
something on its own side to insure 
the fitting of troubled feet by compe- 
tent shoe fitters? 

Is it possible to give the proper 
atttention and adequate amount of 
time to the fitting of troubled feet 
when the charge made is $3.00 or 
less? Should orthopedic and cor- 
rective footwear be separated from 
style footwear in its sale? Should a 
charge be made for the fitting of 
troubled feet over and above the 
cost of the shoe? 


These are some pertinent questions 
now that the issue has been raised. 
Is there a professional side to the 
fitting of orthopedic and corrective 
shoes that needs the consideration 
of industry prior to the possibility of 
state legislation ? 

The unfortunate thing is that 
there are so many salespeople em- 
ployed in corrective and orthopedic 
shoe stores who have never been 
trained or instructed in the fitting 
of feet correctly. When a Saturday 
extra, without training, qualifies as 
a competent shoe fitter of orthopedic 
footwear, there is something to be 
said from the viewpoint of public 
health. 


A Formula for Styles Conterence 


RUCE BARTON says: “There 

is a simple formula which rarely 
fails to work; find out what people 
want, make it, price it fairly, put it 
where they can buy it and tell them 
about it. Keep on telling them un- 
til they buy.” 

The shoe trade is sticking to for- 
mula this season, It was the first of 
the industries to try to find out col- 
lectively and cooperatively “what 
people want.” It was the first of the 
industries to have a _ coordinated 
color and styles conference. These 
joint meetings of the trade have 
been successful because of the free- 
dom of expression made possible by 
the unselfish spirit back of the idea. 

The plan of our industry is to 
gather on October 8th and 9th at 
the Hotel Astor in New York City, 
there to sit in concert to study the 
possibilities of an advance season 
and to chart the possible path of 


color and style for that period. With 
style as variable as it is, it is most 
remarkable to note the high average 
of past prediction “in conference.” 

There have been and will be sur- 
prises of style developed between 
October and the following April to 
June but industry is eager for the 
refreshment of extra style ideas. 

In the main, the conference does 
a thorough job of picturing the mid- 
dle path of style for a coming sea- 
son. The mere fact that tanner, 
manufacturer and retailer arrive at 
an accord as to the fundamental 
colors and the basic patterns, is a 
victory for collective thinking as 
against the old policy of “every- 
thing wild.” 

The coming conference will en- 
deavor to find out what people will 
want next Spring and Summer. 
Authorities in color, dress and style 
will voice their opinions. We look 






for a battle royal on every item in 
the schedules because industry must 
safeguard itself in its advance 
thinking, in culling possible fashion 
fact out of voiced opinion. 

There is a logical sequence to col- 
lective work of industry this year. 
The Tanners present their colors 
October 8th and 9th. The colors are 
coordinated into a fashion program 
by conference. Then on November 
16th to 20th, the Manufacturers hold 
their first National Seasonal Open- 
ing and Shoe Display Week to carry 
out the Bruce Barton formula of 
“make it; price it fairly.” Then on 
January 4, 5 and 6, the National 
Shoe Retailers Association prepares 
the merchandising plans and policies 
to “put it where they can buy it; 
tell them about it.” 

Then the final follow-up in every 
store, everywhere, to keep on telling 
them until they buy. 
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And plus this won- 
derful plan is the 
famous DOERMAN 
IN-STOCK SERVICE. 
98 % Perfect. Every 
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the same day it is 
received. 







































Never has this com- 
panydeviated from 
the original DOER- 
MAN PLAN. De- 
spite hundreds of 
offers this company 
has adhered to its 
| policy of loyally 
helping the retail- 
ers of America 
fight their battle 
of competition. 








Rattenas 


CHILDREN'S SHOES 


DOERMAN SHOE_MFG. CO. 


SOUTH MILWAUKEE, WIS. 
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Black pin seal and calf com- 





Brown Calf pump with monk 
brown suede trim. 







Broad one-strap model in 
brown, brown buckle. 


Sport oxford for Southern 
wear featuring built up heel. 


Growing girls’ oxford in 
suede and baby alligator. 





COMBINATIONS 
Discreetly Fashioned 


Patterns Like These Are Much in Demand 
But Correctness of Line Is a Prime Essential 


By MADAME HAMILTON JEFFRIES 


Fashion Editor 


Retailers stocks are eonstantly arriving 
from the different manufacturing centers and skeleton lines are 
now well filled. There are a surprising number of suede shoes 
and combinations throughout New York and Chicago, and black 
kid continues its volume sale. Alligator is showing in all-over 
shoes but the public seems to prefer the conabinations unless a 
tricky little pump is offered in alligator. 

Some lines are showing a confusion of pattern ideas such as 
pipings and scroll effects on strictly tailored types. Others are 
borrowing motifs from the evening slipper types and translating 
ideas into the daytime-mode. This practice is very dangerous 
unless the detail designer in the factories can visualize the correct- 
ness and suitability of the trims. 

Some of the most beautiful and effective originals are entirely 
destroyed by the combinations and interpretations of the design. 
Recently an all-over alligator tailored shoe was displayed with 
silver pipings, also hard black lizards have been made into after- 
noon types that demand soft and pliable kidskin or suedes. 


"Phere are, of course, many reasons why 


combinations are economical as well as stylish this season, but 
there is also a danger in combination, if the correctness of line and 
the amount of depth of color obtaimed by contrasting surfaces is 
not carefully studied. The long quarter of black patent with a 
suede or kid vamp is very smart on a Colonial tongue, one or two 
eyelet oxford, but in a pump style the tendency is to make the foot 
look very long. 

The use of narrow ribbed braidings on black and brown suede is 
very flattering to the foot if the braidings are properly placed, but 
when used straight across the vamp of the shoe the accent is 
placed on the widest part of the vamp, giving a short, thick appear- 
ance on C widths. However, this season displays many practical 
and wearable types and combinations which are already moving 
rapidly. The spectator themes are accepted by retailers and cus- 
tomers alike as the season’s wisest buy. Colors and combinations 
are fairly well stabilized. 

The all-black shoe is strongly in the afternoon picture this 
season. Built-up throats, tongue effects and the larger buckles are 
used as Colonial themes. 

[TuRN TO PAGE 7Z, PLEASE] 
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ainah requ pest 
fine men’s shoes ? 


THIS QUESTION 
HAS A VITAL 
BEARING ON 
YOUR PROFITS 


Because of keenly competitive con- 
ditions a good many shoe merchants 
are selling at $11 and $11.50 shoes 
that cost them $7.50 and more. 

With a shrunken market and a 
reduced profit these merchants find 
it difficult to even approximate their 
former dollar volume. 

The Stetson Shoe merchant faces 
no such problem or profit shrinkage! 
Factory prices assure him a full 40% 
markup—or more. For example, on 
a Stetson style retailing at $11.50 he 
pays approximately $6.90. And the 
same relative margin applies on other 
Stetson styles and retail prices. Thus 
atcomparative retail prices he makes 





a greater gross profit than his com- 
petitors. He can remain competitive 
without a single sacrifice in profit. 
Wouldn’t you like to be in that 
position P 

Now match this greater profit for 
yourself with a greater satisfaction 
for the customer. The famous Stetson 
not only provides that style, leather 
quality and workmanship that its 
reputation certifies but a plus feature 
exclusive with itself. That is a shoe 
“broken in” at the factory so that 
the customer’s first step is as com- 
fortable as the final one. Conse- 
quently, there isn’t a men’s shoe in 
the “upper brackets” that excels 
the Stetson, regardless of price. 

Supplement these two basic 
factors with the convenience and 
economy of buying from the finest 
In-Stock department in the industry 
—(which ships the same day your 
order is received)—and there’s only 
one answer to the profit question... 
SELL STETSONS! The Stetson Shoe 
Co., Inc., South Weymouth, Mass. 


STETSON SHOES 


FOR MEN AND WOMEN 
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LINING COLORS 


Pearl 
~ Gray 


Note these special 
facts about (One): 


PEERLESS KID COLOR 
LINING ee 


Made in one special tannery. AND PASTEL SHADES 
Made by one special crew of work- 
men. 

Made of one specially bought raw 
stock used only for PEERLESS KID 
LININGS. 

Tanned by a special tannage that 
gives a firm yet mellow texture. 
—a flat, smooth grain. 

—a clean, non-fibrous edge trim. 
—an especially uniform run of 
color. 

From start to finish we neglect 
nothing that will assure the best 
and most consistently dependable 


quality linings. 
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A Specialized Lining Stock 


It has been our experience in working with our customers that shoe manufacturers desire a different char- 
acter of leather for the lining than the outside. 


Many of the best features of “outside” shoe leather do not meet th® requirements for lining stock. 


A firm texture is a basic lining leather requirement—for that means a flat, smooth grain with no wrinkles 
to be ironed out. 


—and also a clean non-fibrous or spongy edge trim. 


Yes, a perfect lining stock—is a distinctly specialized proposition. 





And the extra sales value of such a lining cannot be overestimated. 


JOHN R. EVANS & CO., CAMDEN, NEW JERSEY 


CINCINNATI PHILADELPHIA MILWAUKEE ST. LOUIS BOSTON ROCHESTER 
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Here’s part of the enthusiastic audience that gathered when Schwarzman’s department store in Philadelphia staged a theater party early in 
August as the climax of a publicity campaign that doubled rubber soled canvas footwear sales. 


Publicity Campaign Doubles Sales 


How Schwarzman’s in Philadelphia Promoted More 
Volume in Rubber Soled Footwear by Spectacular Stunts 


vs department store, 
on 52nd Street, above Girard Avenue, Philadelphia, 
decided last summer to push their rubbew soled canvas 
footwear more intensively. They experimented with 
an advertising method on a small scale and the results 
seemed highly satisfactory. This summer a larger 
campaign was instituted, one which involved a larger 
outlay, but one which, if judged by past performances, 
would surely bring in a greater return. 

With the cooperation of a local theater, Schwarz- 
man’s began to lay the foundation for a Keds Contest. 
Every Saturday matinee from the latter part of May 
until September first, fifteen pairs were given away 
to boys and girls attending the show. 

On a Saturday morning early in August a special 
performance for children was arranged. Admission 
was free. At this show 100 pairs of shoes and a $40 
bicycle were given out to the holders of lucky number 
tickets. During the week previous, Schwarzman’s 
devoted a window to rubber soled footwear, featuring 
the bicycle in the center, and inserted two announce- 
ment cards, one at each side of the window. 
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By the time the doors were ready to open Saturday 
morning approximately 3,000 “kids” were crowding 
the theater entrance. About 2,000 of these were ad- 
mitted. Jack Onslow, coach of the Philadelphia Na- 
tional League baseball team, was on hand and auto- 
graphed twenty-five baseballs which were given out. 

During the few days immediately before the special 
performance, the bicycle and shoes together with an 
announcement, were displayed in a window adjoining 
the theater. 

As a final and convincing proof that a campaign of 
this sort really does pay, besides furnishing material 
for a good sized mailing list, take the word of Morton 
Wolf, shoe buyer for Schwarzman’s. He discloses 
the interesting fact that sales on rubber soled foot- 
wear of this class are 100 per cent above last year’s 
figures. 

By coupling the sales, mailing list, and advertising 
value of a stunt of this nature, it can readily be seen 
that the income far exceeds the outlay—which is a 
mighty important point these days. Rubber footwear 
sales can be increased through intensive promotion. 
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The complete Pied Piper Fall catalog is now ready— 
Get your copy! 
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. Panning for gold — sifting 
| the unimportant valueless 


elements from the precious 
metal. 
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sound, outstandingly profitable Pied Piper proposi- 


HAT process goes on today in business. 
new wide price and style range of Pied Piper Shoes 
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"THE WORLDS GREATEST CHILDRENS HEALTH SHOES” 
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The Natural Bridge Shoemakers, a divi- 
sion of one of the largest and oldest shoe 
manufacturing companies, produce a 
fine line of popular-priced footwear for 
men, women and children. They advise 
the shoe merchant to avail himself of the 
unusual advantages and services of the 
Natural Bridge Agency Plan by concen- 
trating on the Natural Bridge Line. 
Quite consistent with this advice is their 
own policy of concentrating their trade 
advertising in the Boot & Shoe Recorder. 
They believe that advertising concen- 
trated in the Recorder reaches their pros- 
pects and customers with unerring ac- 
curacy and insistent frequency—and, 
consequently, will produce results. 





To the right are several 
of the more recent adver- 
tisements carried in the 
Boot and Shoe Recorder. 
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We Offer For 7 


“BUFFALO DAY” Only 
Our complete stock of 
New Fall Modeis 


a $Qes “ws.” 
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—————— 
Buttalo, N. Y.—What would you 


think if every newspaper in your city devoted its 
eight-column streamer heading across the front pages 
to your business, if editorial writers dwelt at length 
on opportunities to save by buying now, if the news 
columns printed lengthy articles quoting you on new, 
seasonable footwear and if photographs, sketches and 
cartoons of yourself and other local merchants were 
featured ? 

It’s too good to be true, you say. No, this is what 
happened in Buffalo just prior to the celebration of 
Buffalo Day, the greatest one-day merchandising 
event in the history of the city, with every retail 
footwear dealer cooperating with a special committee 
of Buffalo merchants which sponsored this coopera- 
tive achievement. 

More footwear was sold in Buffalo on the Friday 
before Labor Day than ever before in a single day. 
very business district in the city participated in this 
event with the result that the outpouring of shoppers 
broke all previous records. While it is difficult to 
estimate the volume of business in men’s, women’s 
and children’s footwear alone, it is quite generally 
believed that Buffalo Day resulted in retail sales of 
at least $3,000,000. : 

It was not an easy accomplishment but was the 
result of carefully made plans covering a period of 
more than four weeks. At the outset an organization 
was formed known as the Buffalo Day Association 




















Bullalo Day 
Establishes 
New Record 


in Shoes 


ye ae 


Remarkable Community Sales Promo- 
tion Event Produces Exceptional Results 
with Shoe Business Exceeding Any 
Single Previous Day 


wr yr 


which included two representatives from every retail 
trading area of Buffalo and was headed by Weldon 
D. Smith, vice-president of Adam, Meldrum & An- 
derson Co., and president of the Buffalo Merchants’ 
Association. 

After the cooperation of the Chamber of Commerce, 
a campaign was launched to raise for advertising, 
publicity and incidental expenses. This fund quickly 
was subscribed by retailers in various amounts. rang- 
ing from $5 to $300, the latter amounts being sub- 
scribed by the big downtown department stores, 
which naturally would benefit the most from such an 
undertaking. 


Large downtown hotels donated 
free use of their rooms to out-of-town shoppers be- 
tween 9 o'clock in the morning and 6 o’clock in the 
evening. Interurban traction and bus lines gave re- 
duced fare excursions to Buffalo. Special Buffalo 
Day menus at reduced prices were featured in hotels 
and restaurants. Free or reduced rate parking privi- 
leges were extended to shoppers. 

Publicity for Buffalo Day was withheld until three 
days before the opening of the sale so that business 
would not undergo a slump just prior to the event. 
Then a full-page teaser advertisement was used. This 
was followed by another full-page advertisement, 
[TuRN TO PAGE 72, PLEASE] 
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WITH DAREXK SOLES 











| ee Business men have long felt the need for a special shoe 
— designed for their own particular requirements 


E. T. Wright & Company of Rockland, Mass. _ Eighty percent of the key retailers who have 
—able manufacturers and astute merchandisers been told about this new feature line have 
of high quality footwear — have sensed this _ placed orders for immediate delivery. 


need and the opportunity it offers. Seven styles are in stock. 


In the production of The Executive Shoe new We sincerely recommend The Executive to any 
and unusual construction features were DAREX retailer who is interested in building sales 
added to give this shoe maximum com- and profits. 

And remember — The Executive is equipped 


» || fort, style and practicality. Behind the shoe } 
with DAREX — The Insulating Sole. 


I PULATIANE 
is an aggressive merchandising program. e Torn: 





DEWEY AND ALMY CHEMICAL COMPANY, CAMBRIDGE, MASS. 


%& Copyright 1931—E. T. Wright & Company, Inc. 


- 
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ike a lone 
in a Herd 
of Sheep 


OU can’t distinguish between sheep in a herd. To 

consumers you and your competitors are all in the 

same herd. You all have sizes—you all have 
widths—you all have price—you all claim quality—you | 
all feature good fitting. Nothing there to distinguish 
any of you—All like sheep in a herd. 


The distinctive AKTIVATOR Feature, combined with 
the distinctive AKTIVATOR advertising appeal— 
which is focused 100% on your store—will make you 
stand out like a lone deer in a herd of sheep— 


Show Them the Right Way to Walk 






















High Upward Steel Straight 


el «ss Skank’ Absorber Pivot. The AKTIVATOR - principle makes people walk | 
® 9 nature’s way—feet parallel instead of toes out. That’s 
' ® something distinctive to talk about—something atten- 





tion-arresting—And the localized AKTIVATOR ad- | 
vertising takes full advantage of the opportunity. 












AKTIVATOR 
L7 


we, 
These AKTIVATOR features AC ; ; y 


greatly simplify your 
ities vr the floor: F E A T U R E | 











1. ——~ sorware 5. Smart styles M ead Wi 
for Men—for Women j- 
2. Sprung-up inner sole 6. Perfect fitting lasts 
3 Steel shank on out- 7, All_widths and sizes ( 
° = side carried in stock | 
4, pace sow Ms et hy 8. Popular prices 
or’ 
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AKTIVATOR feature shoes and AKTIVATOR 
feature advertising make their appeal to all the 
family—men, women and children. 


Step out of the crowd long enough to study the 
AKTIVATOR franchise. Ask the Central sales- 
man or write us for full particulars. When you 
have all the facts, you will want to be the lone 
deer. 


ATOR - 


SHOES 
1—for Children 








ST. LOUIS, MANUFACTURERS. U.S. A. 
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All the arresting power of 


AK TIVATOR 
ADVERTISING 


was planned for and by retailers to focus 
local attention on the franchise holder’s 
store. The advertising includes: 


1, Distinctive news- 4, Brilliant Neon 


paper advertising * signs 
mats 5, Colorful show 
2. Effective circulars cards 
6, Compelling window 
‘aeeeel iis features 
ractive irec ; 
3. mail pall 7. Animated displays 









Regardless 


of the 
size 





when 
you 


utilize 


COORDINATED 








(oventinten Lasts and Patterns is a system of automatic, 
scientific unification of all sizes of lasts and patterns in which 
each size is a perfect model, accurately reproducing the char- 
acter, appearance, lines, and contour of the original last. All 


sizes, therefore, from 2 to 8 actually become sample sizes, for 







they faithfully retain the true proportions given the 4-B size 
by the shoe and last designers. 


UNITED LAST COMPANY 


BOSTON, MASSACHUSETTS 
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THIS TOE 1S COMFORTABLE 
BECAUSE IT’S SOFT 











HOLDS ITS SHAPE 
BECAUSE IT’S CORK 


OU’D NEVER GUESS an Armstrong Cork 

Box Toe is so comfortably soft. To the eye it 

has all the smooth style and shape of a hard box. But 
press it and it yields easily. Always comfortable to 
the feet—whether they are pounding city pave- 
ments, playing tennis, or just resting. Hard wear 
cannot make these toes crease or wrinkle. The fore- 
part and sidewall remain smooth and firm. Give 
your customers this luxurious comfort and lasting 
style in any shoe they desire. All you have 

to do is specify Armstrong’s Cork Box Toes 


A RM “ I RO N G SC the next time you order. Or write to us for 


the names of manufacturers who regularly 


ICORK B Ox TO E S use them. Armstrong Cork “a 


Company, 933 Arch Street, 


Lancaster, Pennsylvania. Product 





MATLANTA Boston Cuicaco + CINCINNATI 
DWerroir - New York : PHILADELPHIA - §r. Lours 
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The Public |s 


eves led all other communities in 
the “start off” of the fall shoe selling season. Satur- 
day before Labor Day in Boston was the biggest day 
at retail since the Christmas holidays of 1930. 
Deputy Superintendent of Police, Thomas F. Good, 
in charge of traffic, reported: 

“Today's crowd was the largest shopping crowd I 
have seen in Boston since the rush days before last 
Christmas. The crowd yesterday resembled a Christ- 
mas crowd very much in several ways—they started 
coming into the city from all directions early in the 
morning, and there were crowds waiting for some of 
the stores to open. Also, there were a lot of children 
with their parents, such as are seen at Christmas, and 
then again, yesterday’s big crowd was carrying more 
bundles than any crowd I have seen since Christmas.” 

The public is buying. It is in the market for its: fall 
requirements in apparel and footwear. The month 
made an excellent selling start but a week later Old 
Man Weather interfered. Thermometers registered 
the greatest heat of the season. Humidity joined in 
the game of retarding sales but the initial momentum 
of the public toward apparel and shoes was not 
broken by the slow week caused by the heat. The 
public needs shoes. 

Telegrams from all parts of the country indicate 
the path of sales, styles and prices. Here they are: 


All’s Well in Boston 


September business opened very fair. Best selling 
colors black and brown suede in oxfords, pumps and 
straps. Present prices proving very satisfactory. 

TuHayer-McNEIL Co., 
Boston. 


Black Suede Leads 


September has opened about the same as last Sep- 
tember. Black suedes lead in sales. We have main- 
tained our regular prices of eight dollars fifty cents, 
ten dollars fifty cents, twelve dollars fifty cents in 
women’s shoes and find very little resistance. 

Harry Davis, 
Walk Over Shoe Store, 
New Orleans. 
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‘step-ins, then pumps. 


Buying - Shoes 


The First Rush of the Season Halted by i 


Wave But Sales Momentum Continues. 


Heat Wave Slows Business : 
Sectional heat wave retarding Fall business. More 

action on suede trimmed ties and pumps. Straps 

poor third so far. Black suedes best sellers and 

browns strong second. Slight action -on greens. 

Public has lost all sense of price values. However, 

less sales resistance over price than sixty days ago. 
WALTER C., ROOsE, 
Nebraska Clothing Co., 
Omaha. 





70 Per Cent Brown 


September selling fair. Selling colors as follows: 
Black, 70 per cent;-brown, Z5 per cent; remaining 5 
per cent novelties. Public accepting our prices favor- 
ably. Our prices run seven, eight fifty, ten fifty and 
twelve fifty. Cooler weather will improve our busi- 
ness considerably. We are maintaining quality mer- 
chandise. 

Jesse F. THompson, 
Hunter Thompson Co., Inc, | 
Salt Lake City. 





School Delay Retards Business 
September business retarded “Somewhat” by schobl 


opening delay on account of infantile paralysis epi- 


demic. Present price reductions on shoes not as:per- 
ceptible to public as other lines. Suedes leaditig in 
leathers. Fifty fifty black and brown. Ties lending 
~ Sypney sYenes™ 
New Haven, Conn. 


—_——__—— 


Sales Equal 1930 ss 


Present indications September sales will equal 1930. 
Tendency toward lower price level not as great as 
contemplated. Customers still demand standard mer- 
chandise, reasonably priced. Colors prevailing: 
Black, 60 per cent ; brown, 35, with increasing demand 
for green. Bronze, burgundy, blue, 5 per cent. Pre- 
vailing styles, novelty pumps, spectator, strap and 
oxford types. 

RicHarp HoFHEIMER, 
Hofheimer’s, Inc., 
Norfolk. 
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September Business Fair 

September opening fair, spectator sports types 
leading. Black, brown, green, graphite in order of 
importance. Suedes strong. Pumps and ties leading 
patterns. Public still waiting for lower prices. 
Ike KEMPNER & Sons, 
Little Rock. 





Dark Brown and Black 


Best colors, dark brown and black ; materials suede, 
kid and reptiles. Patterns, pumps, spectator type. 
Reptile trim oxfords, blucher pointed tongue reptile 
trim, plain pumps, kid and patent. Last, medium and 
narrow toes, fifteen to eighteen eights Cuban heels, 
sixteen to twenty eights spike. Prices, eight fifty to 
fourteen fifty, best sellers pairs sold so far for Sep- 
tember practically same as last year. Twelve per cent 
short in dollars. 

WILt A. KNIGHT, 
Knight Shoe Company, 
Portland, Ore. 





Lower Price Line Wins Response 


First week September opened beautifully with in- 
creased sales over last year. Second week, due to ex- 
cessive hot weather, slow. New lower price line met 
with enthusiastic acceptance. Pumps selling best, fol- 
lowed by oxfords. Black leading color, followed 
more closely by brown than anticipated a month ago. 

Dan Byck, 
Byck Bros. & Co., 
Louisville. 


‘Price Trend Lower 


Business last week equal to year ago. This week 
not good. Biggest sellers black and brown suede with 
calf trim or with piping. Oxfords and opera pumps 
leading. Best prices seven fifty to ten fifty. Last 
year best prices were eight eighty-five to twelve 
fifty. 

Gro. TRENTMAN, _ ‘* 
Wm. Eastwood & Son Co., 
Rochester. 





Little Price Resistance 


September opened well but current week slowed 
some because of extremely hot weather. Black suede 
leading, closely followed by brown suede, then brown 
kid. Suede oxfords, then plain regents best patterns. 
We find very little price resistance although this year 
we offer nothing in volume over fourteen fifty. 

-HAROLD VOLK, 
Volk Bros. Co., 
Dallas. 
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THAT PARTY UPSTAIRS 


Copyright, 1931, New York Tribune inc. 
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Herald Tribune 


—New York 
Hot Weather Slows Selling 
Business for September started slowly. Weather 
conditions too hot for early buying. Black is leading 
in sales with an early call for browns for both street 
and dress wear. Decided price resistance on $10 mer- 
chandise and favorable acceptance of popular prices. 
Roy M. STEvENs, 
Stevens Shoe Store, 
Ottumwa, Iowa. 





September Very Satisfactory | 
September has started out very satisfactorily, espe- 
cially so during a week of cold weather. Best selling 
colors still black and brown in ties and pumps. 
Harry E. Fontivus, 
Fontius Shoe Co. 
Denver. 





Business Turns Upward 
September business is showing a fine gain over a 
year ago. The best selling colors and styles for fall 
are black and: brown kid leather. Suedes are excep- 
tionally good. We feel business has turned upward 
and is greatly improving. 
H. A. HALtoweE Lt, 
Walk Over Shoe Co., 
Butte, Mont. 
[TURN TO PAGE 42, PLEASE] 












STYLE 4611 
Brown Kid 4 Eye 
Tie 
Sea Sand Lizard Calf 
Tongue and Quarter 
Underlay 
14/8 Covered Heel 
Goodyear Welt 
AAA to D 


4612—BSame in Black Kid 





* 


STYLE 4671 
Dull Black Kid 
Buckle One-Strap 
Black Lizard Quarter 

Applique 
Baby Louis Heel 
Goodyéag Welt 
AAAA* fo EE...2% to 10 


4669—Patent 
4670-—-Brown Kid 





* 


STYLE 4672 
Dull Black Kid 
Gore Pump 
Baby Louis Heel 
Goodyear Welt 
AAAA to E....2% to 10 


4673—Brown Kid 





* 


STYLE 4580 
Black Ooze Calf 4 
Eye Tie 
Dull Black Calf Trim 
15/8 Leather Heel 
Goodyear Welt 
AA to D 


STYLE 4571 
Black Kid 
5 Eye Tie 
18/8 Leather Duco Heel 
Rubber Top 
Goodyear Welt 
AAAA to ED...2% to 11 


4508—Brewn Kid 
4572 Patent 
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An analysis of fall orders results in the selection of these five 
numbers as a perfect selling combination. Carried in widths 
and sizes to cover all fitting needs—with a big reserve stock 
n our several stock centers—you’ll be surprised at the work 
hese five patterns can do. 





Make them the basic numbers of your stock, and build around 
them from the hundred stock styles instantly available from 
any of the several Natural Bridge stock departments. 


NATURAL BRIDGE SHOEMAKERS 
Division of Craddeck-Terry Company 
LYNCHBURG VIRGINIA 
New England Distributors—MclIntosh Co., Springfield, Mass. 
Pacific Coast Branches 
WChicago Office—Republic Building CRADDOCK-TERRY COMPANY New York Office—Marbridge Building 
San Francisco, Cal. Portland, Ore. 
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RADIO 


Have you heard the NATURAL 
BRIDGE PAIR ON THE AIR? 
Every Thursday over the following 


Station 
WKY 
ww] 
WOR 


stations: 


City 
Oklahoma City, Okla. 
Detroit, Mich. 
Newark, N. J. 
Cincinnati, Ohio 
Miami, Fla. 
Chicago, Il. 

St. Paul, Minn. 
Atlanta, Ga. 
Cleveland, Ohio 
St. Louis, Missouri 
Philadelphia, Pa. 
Pittsburgh, Pa. 
Boston, Mass. 
Springfield, Mass. 
Kansas City 

Ft. Worth, Tex. 










The Public Is 


[CONTINUED FROM PAGE 39] 


Lower Prices Appreciated 
September business so far not good. Best selling 
colors at present black suede, black kid, brown kid, 


Hot September Delays Revival 
September weather unseasonably hot. Therefore 
long hoped for seasonal revival not yet at hand. 
Black predominates with brown close second. Public 
as always welcomes any price reductions. 
ArTHUR E. Esss, 
Swope Shoe Co., 
St. Louis. 





Smooth Leathers Lead in South Bend 

September business opened good first few days of 
cool weather, then dropped with warm days, making 
first ten days short over year ago. Black good, next 
brown and few greens. Smooth leathers best, suede 
fair. -Ties lead, straps next, then pumps. Public 
accepts prices with little complaint. Ten and twelve 
fifty good. 

Paut O. KuEun, 


South Bend. 





Present Prices Acceptable 

September business good. Cool weather and rain 
helps materially. Black and brown are the colors. 
Brown is very good. Spectator pump and oxfords 
sixteen to eighteen eighths heels. Suede is favorite 
base material with alligator seal, patent and lizard 


trim. French heeled trimmed pumps big. Straps 
slow. Present prices acceptable. 
O. E. Tuorr, 
Turrell’s, 
Seattle. 





Men Expect Lower Prices 
September sales equal last year but below normal. 
Reptile trimmed brown ties predominating. Black 
and brown almost equal in volume. Public expects 
substantially lower prices, more particularly the men. 
Hot, pleasant weather is slowing us up as usual at this 
season. 
E. M. HutcuInson, 
Walk Over Shoe Store, 
Portland, Me. 





Weather Too Fine 

Weather to date too fine for movement of Fall 
shoes, best colors brown and black. Material kid, 
styles ties or pumps. Our public appreciate present 
price levels, 
SEATON ALEXANDER, 
Alexander & Co., 
Wheeling. 
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Buying Shoes 


brown suede. Pumps oxford straps. There is re- 
sistance against higher prices, in most cases our prices 
have been lower and public appreciates lower prices 


in same grades. 
Davip JOSEPHSON, 


Josephson’s, 
Trenton. 





Many Buying Cheaper Shoes 

September opening fair, black suedes best sellers, 
brown suede next. Oxfords first, pumps second, 
straps third. Lower heels selling better. Selling 
quite a few shoes at fourteen fifty, twelve fifty and 
ten fifty, but many buying cheaper shoes than for- 
merly. 


J. M. Watson, 
Guarantee Shoe Co., 
San Antonio. 





Extreme Heat Slows Sales 
Extreme heat has slowed up sales on Fall shoes. 
Price no object if shoes have style appeal. Best sell- 
ing colors are black and brown suede in style shoes, 
kid in staples, ties and pumps. 
Wma. C. SCHLAEFTER, 
Wausau, Wis. 





Brown Gains in Topeka 
First week of September good. One hundred de- 

gree temperature all this week. Good demand for 
suedes, tie patterns and pumps lead, our store con- 
servative family store, price range $6.50 to $12.50. 
Little price resistance. Black very strong, brown 
gaining. 

A. R. SPRINGER, 

Payne Shoe Co., 

Topeka. 





Increase Over Last Year 
September pairage 5 per cent increase over last 
year. Blacks selling two-thirds, browns one-third, 
greens, blues, reds small. Suedes nearly one-half of 
total. Oxfords, pumps, straps in order named. Alli- 
gator popular. Lower price level pleasing to public 
but not in itself any vital factor. 
Burt J. Gosper, 
Gosper-Kelly, Inc., 
Elmira, N. Y. 
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Style No. 885—Brown suede pump 
trimmed with Kafforite Glace Calf, 
color No. 326, made by 

National Shoe Co., Boston, Mass. 











































| MILADY’S FALL ENSEMBLE 


—Woolen Dress and Beltless Coat— 


is “topped” off with the chic Eugenie hat, but gets an added finish in 
the bright tone of fine smooth calf footwear, daintily trimmed. 


KAFFORITE light weight calf makes the ideal shoe in the tailored or 
semi-dressy oxford, trimmed with pin seal, alligator or other grains for 
appropriate contrast. 


Likewise, in the daintier types of bench turn pumps, T-Straps, or two- 
eyelet numbers, KAFFORITE’S sheen, lightness and mellowness, add 


NEW AUTUMN - the refinement of quality to beauty of pattern. 
COLORS 





Every detail from the selection of skins on thru the many details of 


j —" _ superior tanning, has a part in the fineness of the finished product: 
4 ‘ a mellow, glove-like feel, a fine grain with tight break, smooth, lustrous 
4 K317.Prado Brown T425 ; ; : ; 
i 1G5t Manresaus T406 sheen with depth of color tone, and of light weight—yet sturdy and 
| K308 New Admiralty Blue 7408 shape-holding. 
i K316 Leaf Brown T426 
K309 Paddock Green T409 KAFFORITE Glace Calf safeguards the merchant’s reputation for selling 
K327 Chanel Brown T441 worthy footwear. 
j K328 Marcasite T442 
irs oe = Lied Its cutting area is uniform, and it fits into the cost budget of medium 
j SEINE Coe Crain ain. come and fine grade footwear for women. 
j in above shades. 









Ask your manufacturer to show you his numbers made 
of KAFFORITE. Color swatches on request. 
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"Carry Fewer Styles’"— Geuting 


National President Advises New York State Retailers 


to Reduce Stocks but Keep Up Sizes and Widths 


The thirteenth annual 
convention of the New York State 
Shoe Retailers Association, held at 
the Van Curler Hotel, Schenectady, 
September 14 and 15, was devoted 
largely to discussion of problems 
immediately affecting the retail 
shoe business as a result of the 
changed economic situation of today. 

At the opening meeting on Mon- 
day Jesse Adler of New York 
led a round table discussion which 
included the following problems: 

1. How to cut overhead (includ- 

ing rent). 

2. How to increase shoe sales. 

3. Ways and means of making 

money in retail shoe stores. 

4. How to attract customers by 
good window displays. 

5. How to attract customers 
through advertising and publicity stunts. 

6. Why dealers make no profit on rubbers. 

The first problem of cutting overhead was discussed 
at length by many merchants, and various suggestions 
were made as to how to obtain a reduced rent. 

The problem of increasing shoe sales was explained 
by several merchants. Charles L. Barton of Buffalo 
told how he had increased business by insisting that 
every customer have his or her feet X-rayed, and he 
had thus been able to materially increase his busi- 
ness, especially the dollar sales value of each sale. 

The subject of advertising was discussed at length 
and the opinion seemed to be that in times such as 
these the merchant cannot afford to cut on his ad- 
vertising appropriation but should concentrate his 
advertising in mediums which reach his class of trade. 

Jesse L. Patton, Schenectady, was elected president 
and these other officers were chosen: First vice-presi- 
dent, William Cohen, Oneida; second vice-president, 
H. Merton Smith, Penn Yan; third vice-president, 
Herman Friedman, Poughkeepsie; fourth vice-presi- 
dent, Harold Read, Binghamton; treasurer, Lester 
Gardner, Oneonta; secretary, Harry A. Chase, Ro- 
chester. Elmira was chosen as the next convention city. 

C. M. Ripley of the General Electric Company spoke 
on “Electricity—-Past, Present and Future’—and 


JESSE L. 
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Schenectady Merchant Chosen President 
of New York Association 


sounded a very optimistic note. He 
traced the development of the tele- 
phone from its infancy and showed 
how its growth and use had been 
steadily upward since its inception, 
and that even today its use was in- 
creasing faster each year than it did 
for ten years following its inven- 
tion. He‘also traced the develop- 
ment of the automobile and showed 
that its growth had practically par- 
alleled that of the telephone and was 
going steadily ahead even in this 
depression period. He also traced 
the seven year development of elec- 
tric refrigeration and pointed out 
the vast market for this utility, 
which has as yet been untouched. 

Facts and figures given by Mr. 
Ripley should have convinced the 
most pessimistic that over this pe- 
riod of uncertainty had passed the United States and 
again headed for far greater prosperity than we have 
yet enjoyed. 

Owing to the critical illness of his wife, A. H. 
Geuting of Philadelphia was unable to attend and his 
speech, “How the Shoe Business Should Be Con- 
ducted,” was read by James H. Stone, manager of 
the National Shoe Retailers Association. 

Mr. Geuting advised the merchants to reduce 
stocks by reducing the number of styles carried but 
not reducing sizes and widths. Reduce expense to 
conform with sales. Reduce rentals: where practical. 
Reduce wastage in advertising of questionable char- 
acter and confine your advertising to mediums of 
known value. And first, last and all the time fight for 
a greater turnover. 

John Slater of New York sounded a word of cau- 
tion regarding price, stating that in a period of de- 
pression there was a tendency on the part of many 
merchants to meet cut-price competition by lowering 
prices and values, but he urged the merchants to stick 
to their grades and give their customer dollar for 
dollar value and not be lured on by the will-o’-the- 
wisp of cut prices. 

An interesting feature of the convention was the 
[TURN TO PAGE 72, PLEASE] 
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Above are some of the g eat nati tyle publications 
in which ONCO makes ifs consumgggow this Fall. They 


are all ««aces” of wide fashion infl@génce. There will be 



















millions of consumer circulation ‘in the 


National Style Advertising of 


Onco- 


TRADE MARK REG. U S PAT. OFF 


Upper Stock ond Inneraoles. 










BR 
PUBLICATIONS: PURPOSE: 
Vogue . .. . . . 133,466 The purpose of this big advertising 
Harper’s Bazaar. . . 123,044 campaign is to help manufacturer and 
Vanity Fair. . . . 82,588 retailer alike in gaining a ready sale of 


shoes that are ONCO-equipped. The 


New Yorker. . - - 109,999 Grouse — exploitation of this fine product in 








; ae 
ring - ag Sessions 2.877.703 the fashion field, presenting its many 
es ee SEN Riaiis San Francisco desirable features to women who seek 
TOTAL CIRCULATION 3,326,400 New York Minneapolis the best, means sales for you. 
Chicago Atlanta 
St. Louis Pittsburgh 


Montreal Paris 
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Major “X” and the Wright i 


A NEW Type of Radio Program 
For MEN..Two Nights Each Week | 


Arch Preserver Dealers. Stirring music and 


S 
Sponsored by E. T. Wright & Co. and by Wright | 4 


series of dramatized sales messages on ‘The 


st 
Shoes that Leaders wear.” 






































Above: Major “X” and the Wright Arch Preserver Marching Band 


Listeners will be invited to call on the Wright Arch Preserver 


Dealer (or write either the Dealer or the Sadio Station) 
for a copy of the booklet shown at right, “T 


Good Feet.” 


E.T. WRIGHT & 
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the AIR. 





Arch Preserver Marching Band 


A Local Tie Up That Means 
Bigger Volume for Dealers 


Starting the week of September 21 to 26, Wright 
Arch Preserver Shoes go on the air . . . introducing 
a NEW idea in radio entertainment and shoe ad- 
vertising . . . in a series of 26 twice-a-week broad- 
casts over a group of powerful and popular radio 
stations. 


Supporting the dealer at every point .. . capitaliz- 
ing the broadcasts to the utmost limit . . . are FREE 
electrical transcriptions of programs for individual 
dealer broadcasts in other cities; Newspaper Adver- 
tising; Direct Mail; eye-arresting Window Hook- 
ups; individualized merchandising and advertising 
service that meets every specific local condition. 


With this new, forward step in Wright merchandis- 
ing; with nationally known feature shoes that en- 
joy the greatest repeat business of any shoe in 
America; an outstanding opportunity is open to 
substantial dealers. A few select territories still 
available. Write or wire today for all the details. 


Wriel meee 
RESERVER 


SHOE 


FOR MEN 





Bankers 


Sake 
iii 
dine 








Hi 


ore 





Four of a series of 22 eye-catching, hard-hitting 
newspaper ads. 








Colorful display cards for both radio and 
newspaper tie-up. 





A new “telescoping” window display presents the four exclusive 
Arch Preserver features 


CO., Inc., Rockland, Mass. 
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BRUSHES and DAUBERS 


EMEMBER that a shoe brush is just 
as essential to your customers as a 
clothes brush. Keep Repco Brushes and 
Daubers displayed where your custom- 
ers can see them. The gripping groove 
on the brush and the easy hand fitting 
handle on the dauber allow a solid grip 
without hand cramp. The “live” bristles 
are securely fastened in handles of well 
seasoned wood. Repco Brushes and 
Daubers sell easily and pay you an 
attractive profit. 


For Sale By Shoe Findings Dealers 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Bac K-TO-SCHOOL DAYS 


ARE NEW SHOE DAYS 


Let “Peters Shoe Parade” 


help you make the 


most of them! 


It can—and it will, if you give it 
half a chance! 

Each week this tremendously 
popular radio feature is bringing to 
your customers a strong selling 
story on Peters ‘“Weatherbird” 
Shoes, the big in-stock line of solid 
leather shoes for children. 


That message, we know from 
actual dealer experience, will send 
new buyers into your store. 


To help Peters dealers cash in on 
this business, we are offering many 
special merchandising helps. They 
include the following tie-up mate- 
rial, to make the radio advertising 
work for your store. 


1. A striking window card 
announcement. 2. Newsy pictorial 


window posters sent at regular in- 
tervals. 3. Business-getting adver- 
tisements in mat form ready to run 
in your own paper over your own 
signature. 4. Also attractive 
**Weatherbird” window streamers. 


What could be easier, more clean- 
cut? Take advantage of this air- 
tight, money-making opportunity. 

You can get Peters ‘“Weather- 
birds” as fast as you can sell them. 
All styles, sizes and widths, are in 
stock for quick shipment and fast 
handling of your re-orders. 

The attractive patterns and 
broad price range assure a good net 
profit all along the line. 

Write or wire today at our 
expense for a salesman. 








Trene Beasley, “‘The Dixie Dia- 
mond,” whose haunting croon-y 
melodies are highlights in the 
broadcast of “ Peters Shoe Parade”, 
Thursday nights, Columbia 
Broadcasting System, 9:45E.S.T., 
8:45 C.S.T., 7:45 M.S.T., 6:45 
P.S.T. 








Boor AND SHOB RECORDER 


combining THs SHOB ReralILa|r, Sept. 19, 1931 





ST. LOUIS 


























bas M. 


, i (Me 


a 
TTT 











| Welcome 


TO HOTEL LINCOLN 
DURING THESE 3 
IMPORTANT EXHIBITS 
OCTOBER 9-10 


Official Opening of American Leathers 
for Spring 


Annual Convention of the National Association 
of Shoe Wholesalers 


NOVEMBER 16-21 


National Seasonal Opening Style Shoe and Shoe 
Display of the National Boot and Shoe 
Manufacturers Association 





This new, luxurious 1400 room hotel, invites you 


j to make your visit a most pleasant one. 


A few minutes walk to exhibit headquarters. 
Adjacent to all theatres, shops and business dis- 
tricts. 


Each LINCOLN room contains a private bath 


} ( tub and shower) a servidor AND A RADIO. 


THESE MODERATE RATES PREVAIL 


Single $3.00 $3.50 $4.00 
Double $4.00 $5.00 $6.00 


SUITES AVAILABLE 


| --- New Hotel... 
LINCOLN 
8th Avenue—44th to 45th Sts. 


New York 
ROY MOULTON, Manager 














GOOD 
NEWS 


for Travelers 
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HERE IS: 
A REAL 
SALES 









E-L-A-S-T-I-C 
SHOE LACES 


This card displays twelve pairs of 24” NUFASHOND ELASTIC SHOE LACES—8 pairs of 
Black and 4 pairs of Brown 

; . YOU don’t have to exert any sales effort. Put this card on your counter and its contents 

will be quickly sold. The cards are attractively imprinted in gold and black on a lively green 

background and display the powerful sales message illustrated above. 


ELASTIC SHOE LACES are made in black and brown. In addi- 
tion to display cards, they may be had in boxes containing 36 pairs of a 
color and length. In this put up they are furnished in 24”, 27”, 36” and 40” 



















Write “NUFASHOND — 

Reading, Pa.” and we'll 

send a pair for you to 
try out. 


i ORDER FROM 
YOUR JOBBER 


READING 
PENNSYLVANIA 
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Water bags from Jericho; vanities from 
Sint: gloves, soft and smart; book 

bindings from Morocco, that have in- 
spired the creative skill of geniuses to tool and 
work their beauty; inflated air-floats bearing 
clumsy native rafts down the broad Nile; medi- 
eval dagger sheaths; and chic, stylish shoes that 
grace the feet of gay ladies .. . such a leather 
is goatskin, whose legend of use equals the ro- 
mance and wonder of the 1001 tales of the Ara- 
bian Nights. 


Leather made from goatskin has been prized by 
mankind for thousands upon thousands of years. 
Glazed kid, of course, is the most recent develop- 
ment of this unsurpassed leather, made possible 
by modern science and the introduction of chrome 











LEATHER! 











tanning. And glazed kid, in a variety of popular 
fashionable colors (as well as the always impor- 
tant black) is the product upon which we concen- 
trate that faithful workmanship on which we have 
built our reputation and all of the experience we 
have gained in our half century of prominence in 
the tanning industry. 





Shoe manufacturers, and the retail trade, have 
come to realize that the outstanding value of Sur- 
pass Kid lies not only in its beauty, but also in the 
consistent accuracy and the standardizing of its 
grading. The long list of our customers (includ- 
ing the most important names in American shoe- 
making) who buy from us season-in-and-season- 
out testifies to the quality and reliability of our 
glazed kid. 


ASS 











bessaal 
LEATHER 


Block and colored glazed kid for outside stock 
ond linings (also genuine Kangaroo) con be 
obtained from Surpass in any grade 
and of standard unvarying quolity 
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COMPANY 


9th & Westmoreland Sts., Phila. 
New York Boston Chicago 
Cincinnatti St. louis London (England) 
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@ Here and abroad we’ve been consult- 
ing with style specialists and design spe- 
cialists for so many years that this piece 
of news made us stop and consider: — 
Recently 46 foot specialists met and 
voted on 12 different trade-marked shoes. 
Brand nameswere concealed. Votes were 

based on each shoe’s construction, last 
and appearance. The Walk-Over Relief: 

type shoe with the Main Spring* Arch 


‘WILMET Strap: Made in black or brown calf- 
skin. Tailored perforations. Supperted by the 
Main Spring Arch . . . «. 1 « $8.50 
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| 40 doch: took 


a vote OW 12. Ahoes 








ported by the Main Spring Arch . . 


WALK 


combining THe SHor RETAILER, Sept. 19, 1931 





received 29 first place votes, 22 more 
than the nearest competitor. 

For you who do not need corrective 
shoes but, because of endless rounds of 
activities, must Conserve your energy, 
we have incorporated the Main Spring 
Arch in these smart styles for town wear. 
Ask your Walk-Over dealer for a fitting 
or write for our booklet of fall and 
winter fashions. 


"REG. U.S. PAT. OFF. 





DAWN Tie: Chocolate brown or black kid 
with Brazil lizard inlays and tongue. Sup- 
$10.50 


OVER 
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Another Scoop 
for Walk-Over dealers 


The overwhelming majority by 
which Walk-Over Main Spring 
Arch Shoes were voted first choice 
by leading foot specialists is one 
more evidence of the plus value a 
dealer receives when he does busi- 
ness in the name of Walk- Over. 
Read the facts in the adjoining 
advertisement that will appear in 
November Good Housekeeping. 

There are a few open towns in 
which the Walk-Over franchise 
is available. Address: 


Geo. E. Keith Company, 
Campello, Brockton, Mass. 





Form (06 


Form 103 
MASTER STOCK SHEET 


Fe joo MONTHLY INVENTORY 
‘orm 


4ee 
ganas Wieck eee Seema 


are oF eave v0 


RECORDER STOCK RECORD SYSTEM 
wow 


soca MO — 
cme Tan 


quem 1 ven 


STOCK RECORD, 


on our part. 


. 
los} © joo) 21% 





(New Revised Fifth Edition) 


Your choice of DeLuxe flexible imitation leather binder 


shown above, or—Black cloth binder below. 


DAILY SALES AND STOCK SHEETS, FORM NO. 100, special package of 
400 sheets at $10.00. Less than 400 sheets at $3.00 
PROFIT CHARTS at 35c. each; an accurate method of figuring selling 
prices. 


WRITE FOR OUR FREE BOOKLET ON STOCK-TURN. 






BUY as you SELL 


And Avoid Frozen Capital in End Sizes 


The Recorder Stock and Daily Sales Record Helps 


You Do Just That! 
Insures Accuracy of Buying Judgment 








ra 


Black “If a $5 Gold Piece Falls Thru 
= a Crack in the Floor”—is the 


title of our instruction brochure 








} red imitation | for keeping stock records: — 
leather back 
gold lettering the Stock Record System. 








\ 


One hour a day keeps your records 
complete— 

Every sale and purchase recorded— 
Visible daily turnover and sales re- 
port—with monthly inventory of 
each stock number— 

Shoes on hand, on order, due, returns, 
transfers in or out from branch 
atores— 


FOR GROUP OWNED STORES 


—the Stock Record System used in 
conjunction with the MASTER 
STOCK SHEET and the central office 
CONTROL FORM, also a COMPARI- 
SON FORM for sales of total pairs 
by seasons and years, gives the mer- 
chant-owner complete stock control 
with style and sale trend. These 
three forms are illustrated and are 
supplied 
10 Sheets—$1.00 


(minimum order) 


Each fits the STOCK RECORD loose 
leaf binder. 





Black Cloth Binder—1142” x 133%” 
—100 Daily Sales and Stock Sheets, 
1 Comparison Form, with 4 Inventory 
Pads (or 2 Inventory Pads, 100 





West of Denver, $9.50 


Canada and Foreign, $10.00 


Above, not including 
CARTON TICKETS, $6.50 
West of Denver, $7.00 
Canada and Foreign, $7.50 
Postage Prepaid—Check with order, please 

















per 100. 





Shoe Carton Tickets 
50c. per 100; $1.50 for 500; $2.50 for 1000. 
Clips supplied when quantity ordered is 500 or mere. 
Postage prepaid—check with order, please. 





MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 


1334 REPUBLIC BLDG. 


CHICAGO, ILLINOIS 
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Look at the Silk Stocking 
Be , 

The silk stocking was invented in the sixteenth 
‘century. Look it up for yourself. But not until the 
present generation was it “discovered.” 


Look at this land of the free! 


All Columbus did was to discover it. But look what 
a lot of other people have done to it since then. 

Look at the STYLE in SHOES! 

For years and years men paid little or no attention 
to their feet. And at the end of a perfect day their feet 
would howl for help. And it took a writ of habeas feetus 
to get ’em out of their prison of cramped confinement. 

Not that shoes were not good. They were and still 
are. But the idea of combining COMFORT and STYLE 
had not been planted very long. 

It would be silly to say that Walter Booth Shoes 
are made of BETTER leather or cotton or metal than 
those of any other reputable manufacturers. 

They have equal opportunity to buy the BEST, 
and many of them do. 

But Walter Booth DID do something different. 
He “discovered” it was possible to put that intangible 
something we call STYLE into popular priced shoes. 

And he does it four times a year! Keeping one in- 
spired individual in his organization creating NEW 
STYLES, in perfect fitting lasts, constantly. 

In six short years, STYLE, and WALTER BOOTH 
SHOES have become synonymous. (Look that one up too.) 











WALTER BOOTH SHOE CoO. 


302 N. Broadway, Milwaukee, Wisconsin 


MANUFACTURERS OF MEN’S DRESS SHOES 


Retailing at $4.00 to $6.50 at a profit 
In stock AAA — EEEE. Sizes 5-14 
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n Heels 


ulfffem CUSHION HEELS cannot carry gravel 
or dirt indoors — the rubber closes over the 








nails as they are driven. 


The scientific cored construction keeps the nails 
from marring floors — even after long wear. 







A real shoemaking achievement. JUST ENOUGH 
CUSHION for correct walking. 


a nap 
“the Sep VEEL 


MAKES ANY GOOD SHOE BETTER 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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WYNDAM LAST 


Lot No. 310 
Medium Tan Calf Oxford 


Lot No. 315 


Black Calf Oxford 
Leather heel 
Widths A-E, 6-1] 


* 
va 


This custom oxford is in keeping 
with the present vogue in smart 
shoes. 


IN STOCK 


* 
»-* 


C-H-: 
ALDEN 
COMPANY 

* 


DESIGNERS & MAKERS 
OF MEN’S FINE SHOES 


ABINGTON 
‘MASS: 
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A NEWLY perfected spread- 


ing device and rod with square 
threads of large pitch insure easy 
and accurate action. Blocks are 
of fully seasoned rock maple, 
and are shaped and finished as 
carefully as a last... Corn and 
bunion plates supplied with 
every stretcher. 

Every retail shoe store should also be 

equipped with the WAC Instep Stretch- 

ers, GPC Toe Raisers, and the Climax 

Shoe Stretchers for women’s high heel 


shoes. We also supply the well-known 
Repco Shoe Stretchers. 


United Shoe Machinery Corporation 


{ BOSTON, MASSACHUSETTS 


A P NN 
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eS all things which satisfy a 
long felt desire—Satin Finish Kid 


has enjoyed a constantly increas- 
ing popularity. 

The need of a truly refined black 
kid surface prompted the produc- 
tion of Satin Finish Kid. 


Its steadily increasing sale testifies 
to the exactness with which it has 
answered the expectations of fine 
shoe makers—and their discrim- 
inating clientele. 
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Kid. - Ly ee ae ES ao No. 172 
For Heisler Gallen 


It’s a “‘brown season”’—sales on brown 
coats are running thirty to forty per cent of 
the stock, brown millinery is being reor- 


dered everywhere. 


i a a. ok a a a ee oe 


This means a large proportion of brown 
shoes in November stocks, made in mate- 


rial that will be wearable all winter— 


Gl. = dy thas castes No. 172 


The New Cnsil s is a Q,, Se. 


champles by request to Reeom 1702-100 Gold rect, New Cork 
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NATIONAL NEWS 





SATURDAY, SEPTEMBER 19, 1931 





EVERY WEEK 











q HOW’S BUSINESS? > 


British Shoe Industry Hard Hit 


WASHINGTON—That the British boot 
and shoe industry has been especially 
hard hit by the prevailing depression is 
revealed in a trade bulletin just issued 
by the Shoe and Leather Division of 
the Commerce Department. The bulle- 
tin embodies the results of a survey 
recently made by the American con- 
sulate at Bristol, in which various fac- 
tors involved in the shoe trade of 
Great Britain were examined. 

It has been obvious for some time, 
it is pointed out, that the British in- 
dustry is overcrowded and some sys- 
tem of rationalization appears to be 
essential if trade is to be kept in a 
healthy condition. The great majority 
_of the thousand or more British firms 
making footwear are operating on half 
time or less. It is estimated that the 
annual production of the entire indus- 
try in late years has averaged about 
117 million pairs. 

Overseas trade has been depended on 
to absorb a substantial proportion of 
the output of British shoe factories, 
British shoes being sold in all parts of 
the world. The general world depres- 
sion, combined with increased tariffs 
in many important markets, has rad- 
ically affected this foreign business. 
Trade with the United States, the most 
important foreign buyer of British 
footwear, declined 38 per cent in 1930 
as compared with the previous year. 

Referring to Great Britain’s import 
trade in footwear, the bulletin shows 
that the United States is by far the 
largest supplier of men’s shoes and 
ranks fifth as a source of origin of 
women’s shoes. According to estimates, 
about 20 per cent of all the women’s 
and children’s footwear sold in Great 
Britain are imported from Continental 
countries. Before the World War, 
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American shoes were extensively dis- 
tributed throughout Great Britain, one 
chain store concern selling nothing but 
American footwear. Various factors 
have combined to change this situation 
and the popularity of the American 
product has declined. At the present 
time there are only two classes of im- 
ported men’s shoes sold in any quan- 
tity, the high and low-priced lines. 
The latter consists chiefly of job lots 
of American shoes. 


SHOP TALK 
By H. F. B. 


On a big street 

In a big city 

There was a shoe store 
That has been selling 

Good shoes for thirty years. 


A couple of years ago 

On either side of this store 
Cheap chains moved in 
And began selling 

A lot of cheap shoes 

At extremely low prices. 





The man who was selling 
Good shoes at good prices 
Talked a lot about 

Unfair competition 
Although his books showed 
In unmistakable figures 
That his own business 

Was still pretty good. 


But he got “hipped” 

On cheap competition 

And put in new lines 

Of cheap shoes 

To compete, as he thought, 
With his neighbors. 


His clients quit buying 
His good shoes 
Because he didn’t carry 
Them any more, 

And they, didn’t buy 
His cheap shoes either. 


Just recently his creditors 
Held their first meeting 
And it won’t be long now. 
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U. S. M. C. Declares Extra Dividend 


Boston—An extra dividend of $1 a 
share was declared Sept. 9 on common 
stock of the United Shoe Machinery 
Corporation, in addition to the regular 
quarterly distribution of 62% cents. 
The regular quarterly dividend of 37% 
cents a share on the 6 per cent cumu- 
lative $25 par preferred stock was also 
declared. All are payable Oct. 5 to 
holders of record Sept. 15. 

The company’s common stock has 
been on the present $2.50 annual basis 
since 1924. Numerous cash extras as 
well as several stock dividends have 
been paid over a period of years. Ex- 
tras of $1 a- share in cash have been 
paid each year since 1925. The last 
stock dividend, amounting to 20 per 
cent, was paid in 1927. 





New England Production Gains 


Boston—New England shoe manu- 
facturers produced 67,733,000 pairs of 
shoes in the first seven months of this 
year. “This volume of output,” says a 
bulletin issued by the Federal Reserve 
Bank of Boston, “is about 10 per cent 
greater than in the corresponding 
period of a year ago, and is only 4 per 
cent below the number of pairs prod- 
uced in the first seven months of 1929. 

“While the July output declined 1.7 
per cent from that of June, the usual 
tendency is for boot and shoe produc- 
tion to register a moderate increase in 
July, followed by a sharp expansion 
in August. The result has been for 
the seasonally adjusted index of shoe 
production in July to show a decline 
of 8 per cent. The contrary-to- 
seasonal decrease, however, occurring 
after a period of sustained activity in 
the boot and shoe industry, has resulted 
in no serious curtailment in the indus- 
try, as shown by the fact that not 
enly is the output for the first seven 


See 
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months of this year 10 per cent larger 
than in the same period in 1930, but 
the July production was over 24 per 
cent greater than in July, 1930.” 


Melville Pairage Up 


New YorK—The Melville Shoe Com- 
pany reports August sales totalled $1,- 
826,022 compared with $2,114,069 in 
the corresponding month last year, a 
decline of 13.6 per cent. 

Sales for the first eight months of 
the current year aggregated $17,770,- 
261, a decline of 6.0 per cent from the 
$18,910,069 in the like 1930 period. 

Shoe sales totalled 4,346,404 pairs in 
the eight months ended August 31, 
against 4,305,506 in 1930, an increase 
of slightly more than 1 per cent. 


Heels and Counters Active 


CoLuMBus, OHIO— The activity in 
shoemaking which has spread all over 
the country is reflected in the heel and 
counter business, according to General 
Manager G. B. Jones, of the Jones Heel 
Co., on West Whittier Street. The com- 
pany installed additional equipment in 
the counter department recently to take 
care of the rapidly increasing business. 
Likewise the leather heel department is 
running on full schedule and indica- 
tions point to a continuation of the 
good run of orders for some time in 
the future. 

Business in both departments is far 
ahead of last year. 


Gain in Schiff Sales 


CoLuMBuUs, OH10—The Schiff Co., op- 
erating a chain of 175 retail shoe stores 
throughout the country in a recent re- 
port shows an increase of 3.6 per cent 
in total sales of the chain for the first 
eight months of the year. Sales for 
that period in 1931 were $6,549,887.08 
compared with $6,320,792.45 for the 
corresponding period last year. 

Sales for the four weeks’ period end- 
ing Aug. 29, 1931, were $721,780.65 
compared with $742,409.31 for the cor- 
responding period last year. 


>» TRADE DOINGS ¢q 
Golden Rule Shoe Chain Sold 


New YorK—Wise Shoes Incorpor- 
ated has announced the sale of its sub- 
sidiary company, Golden Rule Shoes 
Incorporated, to a new company headed 
by J. I. Schoen and H. O. Toor. 

The stores which are located at 1345 
Broadway, 1003 Southern Boulevard 
and 992 Flatbush Avenue, all in New 
York City, and 703 Broad Street, New- 
ark, will be continued under the name 
La Tour Shoes Incorporated. Wise 
Shoes will have no interest in the new 
company. 








New Women’s Department 


ATLANTA—R, H. Davis & Company, 
199 Peachtree Street, N. E., has opened 











TALK STIMULATOR 














wise unattainable. 





Controversy, some of it most acrimonious, was precipitated by the Saks-Fifth 
Avenue full page advertisement which burst forth unexpectedly recently. The adver- 
tisement, which was a strong denunciation of cemented shoes contained the following 
paragraphs, which aroused the most comment: 


“A sewn shoe is made by stitching the leather onto the sole with 
tiny stitches, by hand. A ‘pasted’ shoe is slapped together and hard- 
ened into shape by a shoe cement. 

“A hand sewn shoe is naturally flexible, bends without breaking, 
adjusts itself to the foot, is comfortable, and has a flexibility other- 


“Putting your foot into a pasted shoe is like putting it into a plaster 
cast. Your foot cannot breathe. It is neither healthy nor comfortable. 
The pasting process is a quick, slapstick, vastly inferior and very, very 
cheap method of shoe construction.” 





a new shoe department for women 
which it has named the Davis Shoe 
Salon. The department is in charge of 
W. Y. Jones as manager, and features 
a complete line of shoes under the name 
of “Davis Dainty Footwear.” 





Brockton at Legion Convention 


BrRocKTON — Thousands of leather 
soles, carrying the inscription, Brock- 
ton—The Home of Fine Shoemaking— 
will be distributed by delegates and 
friends of Brockton legionnaires attend- 
ing the national convention of the 
American Legion at Detroit next week. 
In addition to the leather soles, the 
delegates are bringing thousands of 
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unique buttons in the shape of a shoe. 
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Add Shoe Departments 


Boston—Four stores of the Kennedy 
Co., men’s and boys’ furnishers, have 
added shoe departments within the last 
two weeks. The Kennedy stores in 
Hyde Park, Beverly, Lynn and Salem, 
none of which have sold footwear for 
some time, have installed departments 
in which will be handled shoes manu- 
factured by the Brockton Co-Operative 
Boot and Shoe Co. These new depart- 
ments will be operated under the gen- 
eral supervision of Marcus W. Mc- 
Weeny, now in charge of the shoe 
department at the Boston store, corner 
of Summer and Hawley streets. 
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SPEAKING as one retailer to another, 1 have 






come to the conclusion that St. Louis is the best market for most lines 









of Shoes, today. It offers style, variety, quality and price. Its manu- 






facturers put out distinctly good merchandise. I have found this true 


of all the St. Louis factories with whom I have dealt — not merely a 









policy of one or two houses. They seem to have the idea that the most 


important thing is to put out a worth-while, dependable article —one 






that will stand up. And they’re right. People do appreciate value.... 









Buyers in your town are no different from those in mine. I believe 
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it would pay you to do more of your Shoe-buying in St. Louis. 






St. Louis-made Shoes have always been good 





Shoes. Honest materials, with no substitutions 






for reliable specifications, have always been 





the rule. You will find this true in all St. Louis- 







made men’s, women’s and children’s Shoes. 


And as it is the /argest Shoe Market, so you will 






find it the greatest Va/ue-market in the world. 
The St. Louis Chamber of Commerce and the 
Industrial Club of St. Louis. 
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WHERE TO BUY 
Men’s Shoes 


CO 6 A Oe 





Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 


SHOES 
Brockton, Mass. 




















“HIGHEST GRADE ONLY”, 


EAST WEYMOUTH, MAGS. U.S.A. 











tn Sock Service wee 
F. M. HOYT SHOE CORP. s 
om 56. Manchester, N.H1. 


SFOFES 


“A MAN’S DECISION” 


THE 




















ler 


(©). A. PACKARDCO., Makers (P) 
ee BROCK TON 





NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. €OOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 





Sattler’s Plan Addition 


BuFFALo, N. Y.—Sattler’s, Inc., one 
of the largest. retailers of men’s, wo- 
men’s and children’s footwear in the 
city, announces plans for the construc- 
tion of a new two-story addition to its 
Broadway store involving an expendi- 
ture of approximately $150,000, which 
will give the company about 36,000 
square feet of additional selling space. 

Starting back in 1890 as a small re- 
tail footwear shop, Sattler’s, Inc., has 
experienced a very remarkable increase 
in sales volume. During the last four 
years sales have increased more than 
400 per cent. Charles Hahn, Jr., mer- 
chandise manager of the company, re- 
ports that sales for the first seven 
months are 87 per cent higher than 
they were for the corresponding period 
of last year. 

The new addition. which has been 
made necessary because of a steady, 
consistent increase in sales, will be in 
the rear of the present Broadway store. 
It will be 108 feet in length and 100 
feet wide with two floors and basement. 
Construction work will be rushed so 
that the new addition will be com- 
pleted and readv for occupancy before 
the opening of the pre-Christmas shop- 
ping season. 


Brownbilt Store Sold 


Los ANGELES—The Brownbilt Store 
of Ventura, formely owned by Leo 
Hutchinson, has been purchased by 
Frank Reid. recently of Los Angeles, 
and will be known as Reid’s Brownbilt 
shoe store. A line of men’s. women’s 
and children’s shoes will be carried. 
Hosiery will also be stocked. 





New Men’s Department 


ATLANTA— The Marcus Clothing 
Company, of 62 Peachtree Street, N. E., 
has just announced the opening of a 
men’s shoe department featuring the 
Walter Booth shoe. The new depart- 
ment, which is fitted and eauipped in 
keeping with this modern firm, is in 
charge of Abe Taratoot. 
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Butterworth Held Up 


Wasash, INp.—As a bandit, Ronald 
Dominiques, a Spaniard, certainly has 
a lot to learn, while G. P. Butterworth, 
president of the Marion Shoe Company, 
Marion, Ind., manufacturers, probably 
will not be so willing to pick up people 
along the highways. Butterworth was 
returning from a trip to Chicago and 
gave the Spaniard a lift. They talked 
for a few miles then the Spaniard 
pulled a revolver and demanded money 
and a watch. Finally Butterworth 
succeeded in giving police directions 
which resulted in the capture of the 
man and almost immediately afterward 
he was sentenced in court here to 15 














THEY WANT TO KNOW 
WHERE TO BUY 


RECORDER subscribers daily ask us where 
to buy shoes and many other items con- 
nected with the operation of their stores. 
Following are some of the inquiries received 
this week. 

Parties interested in supplying these wants 
should address The Inquiry Dept., BOOT & 
SHOE RECORDER, 239 West 39th St., New 
York, N. Y. These replies will be for- 
warded to the inquirers. In each case please 
refer to the code identifying number. 

N 368. Line of handbags to retail from 
$2.50 to $3.00, by a chain of four 
retail shoe stores who have not 
previously carried bags. 


N 369. Books ond window trimming. 

N 370. Complete lines of women’s nov- 
velty shoes to retail at $4.00, $5.00 
and $6.00. New store, wants stock 
shoes. 

N 371. Complete lines of popular priced 
shoes, men’s and women’s. 

N. 372. Shoe forms for men’s shoes. 

N 373. Popular priced hand bags to match 





Purchase Bankrupt Stock 


NEw ORLEANS.—Fromers, 834 Canal 
Street, has purchased the Milber bank- 
rupt stock of shoes, and this week is 
staging a sale. Also included in the 
419 pairs of the Milber company is the 
Fromer’s summer shoes, all sizes, heels, 
styles and materials, selling at the 
uniform price of $1.38 a pair, with no 
refunds and no exchanges. 





Martin Loewenberg in Accident 


Martin Loewenberg, treasurer of the 
Golo Slipper Company, operating from 
the. Republic Building, Chicago, is 
about two weeks late starting on his 
Fall trip due to an automobile accident 
at his camp 35 miles south of the Mack- 
inaw Straits in northern Michigan. 
Mr. Loewneberg’s car headed into an 
eight-foot ditch, resulting in a broken 
collar bone and left arm. He expects 
to be around calling on the trade the 
latter part of Septembef. 





; 
McLean Leaves Stacy-Adams 


BROCKTON, 
Lean, for many years identified with 
Brockton manufacturing interests, has 
resigned as assistant to B. H. Cort, su- 
perintendent of the Stacy-Adams fac- 
tory. Mr. McLean is to join the exec- 
utive staff of a New York manufac- 
turer this month. 





Murnan Made Manager 


ATLANTA— J. C. Murnan has been 
appointed manager of the Burt Shoe 
Store at 33 Whitehall Street. Mr. Mur- 
nan will be assisted by T. C. Akins. 








years. 
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Guess Work 
Out OF 


SHOE FitTING 


Dr. Scholl's 


Foot Measure and Shoe Size Indicator 


Assures Scientific Accuracy in Fitting 


This measuring stick so widely and success- 
fully used by shoe fitters all over the world indi- 
cates immediately the exact length of shoe that 
should be selected for the particular foot meas- 
ured. It doesn’t require the adding of additional 
sizes as with other foot measuring sticks. This 
saves time and alleviates uncertainty. 


By applying the stick at the great toe joint 
and at the junction of the little toe the width may 
be ascertained. Thus, in this device both the 
length and width are indicated and costly misfits 
prevented. Don’t guess—know your customers’ 
shoe requirements and this little device will pay 
for itself many times. No shoe store is complete 














Measuring the Width 
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Measuring the Length 


without it. Send in your order today 
on the coupon below. 


Write today for new illustrated catalog of 
Dr. Scholl’s Foot Appliances and Remedies. 


THE SCHOLL MFG. CO., Inc 
213 W. Schiller St., Chicago 
62 W. 14th St., New York 112 Adelaide St., E. Toronto 


The Scholl Mfg. Co., Inc., 
213 W. Schiller St., Chicago 
_ 62 West 14th St., New York 


Please ship us dozen Dr. Scholl’s Foot Measure 
and Shoe Size Indicators at $1.25 each. 


jy 00 ee a RENT eRe : 
fC. SEEN CE ON ere REI 


City. 








WHERE TO BUY 
Men’s & Women’s 
Slippers 





HORCO SLIPPERS are made better— 
and sell better-—than any other slippers 
on the market in the popular price 
elass. Samples on Request. 


VINCENT HORWITZ 4£9- 








Cyreeeoe gy <n Cyeeeecegy 
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THIRTY LINES 
IN STOCK 


Ne. 1447—T; 
Kia as 








*) L. B. EVANS’ SON CO., Wakefield, Hk) 





W. S. CHASE & SONS, INC., 
HAVERHILL, MASS. 
Men’s Full Leather Lined 
Handturned Slippers 
Priced from $1.85 
Kid Pullman Slippers, 
colors and Black with 
Snap Pocket 31:53 
Zipper Pocket $1.70 
Boston Office: 501 Statler Bldg. 


-" 


IN STOCK 


Men’s and Boys’ 
Hand-Turned 
Oxfords 





Cyeeeeed 








Boys’ 1-¢ :00 
ry L. B. EVANS’ SON CO., Wakefield, Mass. QO 
WSO SSSOOOVOSE 1 SESSOS 





PROFIT PRINCIPLE No. 2 


Copyrighted and reprinted by permission of National Shoe Retailers Association. 


There are just three 
ways by which a profit- 
less volume can change to 
a profitable volume. 

A. By decreasing Ex- 
penses 

B. By ificreasing Gross - 
Profit _ 

C. By increasing Vol- sales 
ume 

In column “A” the truth 
of the old adage is proved 
—“A penny saved is a 
penny earned.” 

In column “B” the $40,- 
000 of merchandise was 
sold not for $60,000, as 
in Column “A,” but for 
$63,000. In other words, the margin 
realized was 36.5 per cent, instead of 
33 per cent. With the expense the 
same as in “A” a net profit of $5,000 
resulted. 

In column 


“C” the store moved 


mt ahd <a <a 4 @)- NO) (Ol -1-10) ang 


A a) 
Jecreasing reasing 


igus Denses aw Nok Volume 


*60,000 *60,000 ‘63000 ‘66000 
aveyelele) 
Say40)0)0)0) 
erse 20,000 


40,000 40000 42000 
20000 23000 24000 
IBOO0O 18000 18000 


000 *2000 ‘5000 *6000 


$2,000 more goods which brought in 
$3,000 more money. Because there was 
no more expense, all the additional 
gross profit became additional net 
profit. 

Simple as A. B. C., isn’t it? 











OBITUARY 


Adolph A. Rosenbush 


Boston—Following an_ illness of 
nearly a year, Adolph A. Rosenbush, 
prominently identified with the shoe 
industry as wholesaler, jobber and 
pioneer chain store operator, died at 
his home in Brookline recently. Mr. 
Rosenbush came to this country when 
not more than 12 years of age, settled 
in Chicago and earned his living by 
working days as a bootblack and dur- 
ing the night in a foundry in that city. 
About fifty years later, as first vice- 
president of the Beth Israel Hospital 
of this city, he successfully headed a 
drive which raised $1,000,000 for the 
construction and endowment of that 
institution, being, himself, one of the 
largest contributors; and a year or so 
later, as chairman of the board of 
trustees, was equally successful in 
raising funds for the Beacon Street 
Temple of which he was a sincere mem- 
ber in every sense of the word. 

Mr. Rosenbush entered the shoe 
business in Chicago as an employee 
of A. A. Putnam, well known jobbers 
of that day; and later formed a part- 
nership under the name of Rosenbush 
& Levy. His first place of business 
in Boston was on Devonshire Street 
but for many years the headquarters 
of the firm were at the corner of Beach 
and Lincoln streets in the center of 
the shoe and leather industry. Here 
he operated, first as a jobber under the 
firm name of Al. A. Rosenbush & Co.; 
later as a jobber and chain store 
operator only. 

Mr. Rosenbush is survived by his 
widow, who was Miss Bertha Mitchell 
of Philadelphia; by one son, Arthur 
Rosenbush; and one daughter, Miss 








Ernestine Rosenbush, both of Brook- 
line, where the family home is at 135 
Thorndike Street. 


Adolph J. Zang 


JOHNSTOWN, Pa.—Adolph J. Zang, a 
well-known shoe merchant, died at the 
Mercy Hospital here following a heart 
attack. He was stricken at his home 
and taken to the hospital, passing away 
within two hours. He was 45 years of 
age and had been in good health until 
stricken. He was a son of Erhard 
Zang, a pioneer shoe merchant of 
Johnstown who died in 19038. Adolph 
J. Zang is survived by his widow and 
his mother. The late Louis G. Zang, a 
brother, who died June 31 last, was the 
predecessor of Adolph Zang in the shoe 
business. The latter was a member of 
the Knights of Columbus, the Sunne- 
hanna Country Club and the Johns- 
town Turnverein. 


Peter Grossman 


BROOKLYN — Peter Grossman, asso- 
ciated with Julius Grossman, Inc., shoe 
manufacturers, and a brother of the 
late Julius Grossman, founder of the 
business, died of a heart attack, Sept. 
9, in Grand Central Station, New York 
City, as he was waiting to welcome his 
daughter, Hortense, home from a Sum- 
mer camp. 

Mr. Grossman was 57 years old. His 
home was at 748 St. Mark’s Avenue, 
Brooklyn. 


Issue Fixture Catalog 


New YorkK—Brager Brother, manu- 
facturers of display fixtures and store 
equipment, have just issued a new cat- 
alog of fixtures and equipment. Most 
of the items in the catalog are new, 
and lower prices are quoted generally. 
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SIDE VIEW OF 
BUCKLE IN OPEN 
POSITION 








SIDE VIEW OF A 
BUCKLE WITH 
STRAPS 













PLAN VIEW OF 
A BUCKLE 






* 





METHOD OF ATTACHING 


To attach buckle to the tab strap which has been 
pierced with three or four holes;—first force the 
point of tongue thru hole, then carry point along 
and into the next hole away from end of strap— 
finally force strap at hinge end of tongue into 
fixed position. 












Tongue is now locked into two holes. 





The outer strap, without perforations, is inserted 
in the usual way and held in place by friction 
only, securing exactly the desired tension. 







It will be noted that the point of tongue locks the 
outer strap by forcing it against the end of buckle 
opening. 

Tab strap must be pierced on 5/16” centers. 







Buckles will be manufactured with tongues 
exactly sized for thin, medium and thick straps as 
required by manufacturers. 
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K / N G PRESENTS HIS 


LATEST ORICINAL 


PARAMOUNT 






ACHIEVEMENT 


BUCKLE 


On August 4th a mechanical patent was granted 
to Clifford G. King for a buckle that will make the 
strap pump shoe more popular. Many who wear 
these buckles greatly prefer them to the old tongue 
buckle. 

Shoe manufacturers appreciate the value of our 
company’s constructive efforts in the past and will 
readily recognize the merit of this, our latest orig- 
inal achievement. 

This new buckle will be known as the PARA- 
MOUNT buckle. Some of its advantages are: 


Easy attachment to the tab strap; no sewing being 
necessary. 

Can be applied to the shoe any time before ship- 
ment from factory. 

Costs less to apply and will never look crooked on 
the strap. 

Retailers can easily relocate buckle centrally over 
the customer’s instep ;—this saves time and money. 


The outer strap requires no holes because the strap 
is simply given the tension required—there it re- 
mains until the wearer, as simply, removes it. 

The many resultant advantages will readily appeal 
to maker, retailer and consumer. 

The costs of these buckles range from .021%4 cents 
per pair upward, therefore the new PARAMOUNT 
buckles are available for popular priced as well as 
high grade shoes. This patented device can be 
used on almost any design. 


C. G. KING & CO., Inc. 


46 Chestnut Street 
PROVIDENCE, R. I. 









WHERE TO BUY 


Children’s Footwear 


hi i i i elie ei dle eee 








MRS. DAY’S IDEAL BABY 


SHOE CO. 
Soft Soles — Inter- 
mediates. Hard 
Soles — Infancy to 
four years! 


Danvers, Mass. 




















CHILD 
LIFE 


High Grade Goodyear 
Welt Shoes in Stock. 


Wiswell-Everston Shoe Mfg. Co. 


Cedar Grove, Wis. ‘ 











Children’s Fine Goodyear Welt Shoes 


Made by 
THE GILBERT SHOE CoO. 


THIENSVILLE, WS. 











PATENTED 


ROBA> 
*S HOES 


Finest Quality Children’s Shoes 


Manufactured continuously since 1892 


by 


SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINN. 
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WHERE TO BUY 
W ork Shoes 


6 FE EP 














THE MODERNISTIC TOUCH 



































Restrained modernism in the background makes an admirable setting for this window 
display which appeared recently at Alton’s shoe store, 1218 King’s Highway, Brooklyn, 
N. Y. The display was the work of the Levine Display Studios, New York. 
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Suedes Leading in Chicago 


Cuicaco—Another hot spell just be- 
fore Labor Day week-end put the shoe 
business in a state of temporary leth- 
argy. The cool weather of earlier in 
the week, however, showed real activity 
and indicated that when the rush is 
here, suedes will be the leaders. 
Popular-priced shoe stores are get- 
ting a larger share of the early Fall 
business. At Berland’s the suedes in 
brown and black in pump styles are 
popular, bringing with them the de- 
mand for feather and cut steel orna- 
ments. Green suedes are added to the 
ranks of the outstanding brown and 
black sellers at Grossman’s. That 
chain of stores announces a one dollar 
reduction in its Fall shoe price range, 
the new prices to be $2.85, $3.85 and 
$4.85. 

A tendency toward the conservative 
is the keynote of this season, it is the 
belief of several of Michigan Boule- 
vard’s exclusive shoe shops. 

Martin & Martin are sponsoring an 
oxford and a simple pump in the black, 
dark brown, dark green and dark blue 
suedes. 

It is expected by E. Horgan, man- 
ager of Leschin’s shoe department, that 
60 per cent of this season’s business 





will be in the plainer styles. 









will be black suedes, and most of these - 





Feature Lizards at Low Price 


Boston—“Real rajah lizard shoes, 
$4.85 a pair” are a feature. presenta- 
tion of Filene’s. And to prove that the 
shoes are of genuine rajah lizard sam- 
ples of the skins are shown with them. 
It’s the vamps and the quarters that 
are made of this rajah stock, not the 
trims, for the trims, of small area, are 
of grain kid, or calf. 

“A lot of lizard leather to each pair, 
considering the price,” is one comment 
that is heard from those who judge 
the way leathers are moving by the 
prices charged for the shoes in retail 
stores. 

As the shoes are of smart patterns, 
and are bottomed by the hand turn 
process, and are wood heeled, they look 
to be an unusual value for the money. 


Light Weight Hats and Shoes 


Boston—Light weight oxfords for 
men continue among the current, full 
priced merchandise for men in several 
Boston stores. So it looks as if the sea- 
son for this sort of footwear were 
being prolonged. Perhaps the fact that 
the hatters are featuring light weight 
felt hats for men has prompted the 
shoemakers to continue the light 
weight footwear in their early fall 
styles. 
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believe 
it or 
not a 


Mr. Ripley 


this foot magician depends on his 


form 


for a living 


And his form depends on the shape of his 
shoes 

e e td ® 
And the shape of his shoes depends on Miller 
Trees 

e e e ® 
which proves that wherever you look you'll 


find someone who appreciates the value and 
economy of Miller Trees. 


O. A. MILLER TREEING MACHINE CO. 
BROCKTON 


MASS. 
MILLER 
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WHERE TO BUY 
Shoe Forms 
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IRIE LOIRE: 


for Shoes and Hosiery 


made 
ne po no 


FAIRYLITE 
Shoe Form Ce.,Inec., Auburn, N. Y- 
SE oo ot ca AMATI 


i i Rl i et li li teed 


WHERE TO BUY 


W omen’s Shoes 


OO i a et ee a eR ete ee i eel el ell 


STYLED to SELL FAST 


LITTLEWAYS TO RETAIL 
at $5.00 


iN STOCK AAAA TO C 
SEND FOR CATALOG 


WALDEN & PERRY, Inc., (re. 





CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 


Inc. 
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WHERE TO BUY 


Bowling Shoes 


BE 8h Fh Fe 


BOWLING SHOES 


IN-STOCK 
Men’s 
Smoked Elk 


$3.00 


BROOKS 
SHOE MFG. CO. 


Swanson and Ritner Sts. Philadelphia, Pa. 
Les Angeles——1162 So. Hill St. 


Bowling Shoes In Stock 
Ne. 414—Men’s Smoke Elk $3. 
No. 415—Men's Black Elk 

abers with 


**Coast 


prices 
slightly 
higher’’ 








fence FOOTWEA 
Monree St., Chiesson't Titinols 














» ON THE SELLING END < 


News of the Travelers and Sales Activities 


Berner Vice-President of Feder Gregg 


Saul Berner, one of the most popu- 
lar manufacturers’ representatives on 
the Pacific Coast,srecently resigned his 
position as western representative for 
the United States Shoe Co. to become 
vice-president in charge of sales of the 
Feder Gregg Shoe Co. of Cincinnati. 

For twenty-three years Saul Berner 
has sold Red Cross shoes, formerly 
manufactured by the Krohn-Fech- 
heimer Co. and now one of the out- 
standing lines of the United States 
Shoe Co., on the West Coast. His 
marked sales ability, coupled with his 
keen business integrity and genial per- 
sonality, gained for him in a short 
while the wholehearted respect and ad- 
miration of the entire shoe fraternity 
of the West Coast. 

Saul will be sadly missed by all his 
pals on the coast. He took an active 
interest in the civic and social affairs 
of the city in which he resided, and is 
a past president of the Pacific Coast 
Shoe Travelers Association. 


L. W. Parker Representing Doerman 


L. W. Parker is having a great time 
down in Florida selling “Great Scott” 
juvenile footwear, made up in South 
Milwaukee by the Doerman Shoe Man- 
ufacturing Company. He is well known 
down in the southeastern states which 
he has covered for seven years. “Re- 
gardless of the so-called depression in 
business, I have enjoyed,” he says, 
“the most profitable period with my 
house and customers of any time dur- 
ing the past twenty years.” 

Just to prove that he has every faith 
in his house, his line and his customers’ 
loyalty, he recently purchased a beau- 
tiful two-story colonial and Spanish 
type home in “Lake Shore,” Jackson- 
ville, Fla. His Florida business has 
shown such growth in the past two 
years that it has made it necessary for 
him to live close to the center of his 
territory. 


Reilly with Charles R. Clark Company 


Joseph Reilly, for many years with 
Daly Bros. Co., of Belfast, Me., has be- 
come New England representative for 
the Charles R. Clark Company, of 
Brewer, Me., with headquarters at 
Boston. Mr. Reilly will handle the 
complete line of his new house, which 
includes men’s, women’s, youths’, boys’ 
and little gents’ moccasins. 


Stratford with C. A. Eaton Co. 


William Stratford, for many years 
Pacific Coast representative of the 
Churchill & Alden Co., has joined the 
sales force of the C. A. Eaton Company 


70 


Saul Berner 





and will cover his old territory for the 
makers of the well-known Crawford 
and Eaton line of men’s and boys’ 
shoes. 


Jacobson with Corcoran 


Nick Jacobson, well known in Cin- 
cinnati retail circles, is covering Cali- 
fornia and Arizona with Sid Minster 
for the Joseph F. Corcoran Shoe Co. 
Both boys report success with the new 
“Corcor” in-stock line, recently pre- 
sented by this Brockton manufacturer. 


Saul Abrams with M. Gustin Co. 


Saul Abrams is now covering the 
Middle Western territory for M. Gustin 
Co., manufacturers of women’s high 
class mules. D’Orsays and Pullman 
slippers. The territory was formerly 
covered by Edwin Schwab for about 
fifteen years. Mr. Schwab is no longer 
connected with the concern. 


Covers California Territory 


J. N. Juneau is now representing 
The NuMatic Shoe Co. and the Walter 
W. Collins Shoe Co. of Milwaukee in 
the California territory. 


Coulter with L. Q. White 


BROCKTON, Mass. — Joseph Coulter, 
for many years identified with Church- 
ill & Alden Co., has succeeded James 
O’Neil, assistant to Ralph White, gen- 
eral superintendent at the L. Q. White 
Shoe Co., Bridgewater. 
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Make the 
New Lexington 
Hotel your 
New York City 
Headquarters 





An atmosphere of quiet dignity 


pervades the Hotel Lexington. 


Here one lives luxuriously yet at 


rates that promote real economy. 


Its convenient locality, perfect 


cuisine and excellent appoint- 


ments meet your every demand. 


For One Person 


$350 _ 


$4 - $5 . 6 


For Two Persons 
Only $1.00 Additional, Any Room. 


Each with private bath (tub and shower) 
circulating ice water, mirrored doors 


HOTEL 
LEXINGTON 


LEXINGTON AVENUE AT 48th ST., NEW YORK CITY 


Frank Gregson, Manager 


J. Leslie Kincaid, President 


Direction of American Hotels Corporation 
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O’Donnell Aristocrats 


STYLE Boots or CHARACTER 














/ Stock Boots 


Aristocrats are 
carried on the 
floor for “at 
once” shipment 
in a large va- 
riety of styles, 
sizes and widths, 






















No. 144—New Black Kip Aristocrat boot 
for men. 


Manufactured by 


3026 
Ladies’ Tan 
Calf Jodphur Boot. 


Write 


For our stock 
catalog of 
Aristocrat 
boots, or let us 
send you a 
sample pair for 
your approval. 







O’Donnell Shoe Company 


512 Sibley St. 


St. Paul, Minn. 





HOE MEN’S HEADQUARTERS 


here is a hotel, conveniently located to the 


important shoe and leather center. 


Theatres, 


shops, transportation, all near by. 


HOTEL 


FORREST 


4%h ST. WEST OF B’WAY, N. Y. 
Large rooms with bath, shower, circulating 


ice water and Radio. 


Single from $2.50 


Double from $3.50 


JAMES A. FLOOD, Manager 
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The Outstanding S 





in the Times eee District aaa New York 


HOTEL 
BELVEDERE 


48th St.—Just West of B’way, New York 


Within easy walking distance of important business centers and 


theatres. 


450 OUTSIDE ROOMS 


Ideal transit facilities. 


450. BATHS 


Every room has 2 large windows, serving pantry and spacious 


$3.00 to $4.00 single per day 
$5.00 to $6.00 double 
Special weekly or monthly rates... 
Write or wire reservations to 


J. C. REYNOLDS, Managing Director 
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WHERE TO BUY 
Ballet Slippers & Sandals 
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Chicago Stock Dept. 
159 No. State St. 


Tes Angeles Stock 
Dept. 


Main Office and Factory 1533 Rosalia Rd. 














he 
x IN * BLACK KID 5 
RIGHT AND 

LEFT 


R mM 

SANDALS 
ae 

Box |, Lynnfield, 


Mass. 


Send fer catalogue and prices. 





W. M. KILLORAN 
* + 





Soft Toe Ballets 


er 
makeshift substitutes. Write now f 
sample. 


Dept. 59. 159 N. State St., Chicago 
West Coast Office: 6362 Hollywood Bivd., Los Angeles 





BLACK KID BALLET 
rent ees 


% t . 
Children’s 6 to 11 1.25 
Hard Toe AF 00 SHOR Go Higher 


ROT 
50 N. 4th a i Philadelphia 











The New SUPER-TOE 
Italian Toe Dancing Slipper 


4 A Sensational 


Success! 


Teachers, students and 
professionals acclaim this 
the last word in toe shoe 
perfection. New type of 
strong yet flexible sup- 
porting arch ; beveled cut- 
prose toe box; glove-like 
t and easy comfort are 
a few of the reasons why 
it’s a big money maker 
for progressive dealers. 
Write at once for further 
details and prices. 


Chicago Theatrical Shoe Co. 
159 N. State St., Chicago, IIl. 





Buffalo Day Establishes Record 
[CONTINUED FROM PAGE 32] 


giving complete details of Buffalo Day, 
and on the afternoon before the open- 
ing of the sale the newspapers pub- 
lished the largest editions in their his- 
tory, running as high as 76 pages, 
crowded with Buffalo Day merchandise 
offerings. 

Members of the Buffalo Retail Shoe 
Dealers’ Association cooperated in the 
event and newspapers were filled with 
shoe advertisements announcing special 
values for that day only. Many large 
shoe dealers explained their sales 
reached a new high record and that 
before the day was over they were 
ready to place large -re-orders to meet 
normal consumer demands after the 
sale. 

Fred C. Jahraus, president of the 
Jahraus-Braun Co., operating three 
retail stores in Buffalo featuring Enna 
Jettick footwear, was vice-chairman of 
the committee representing East and 
South Side retailers. Prentis T. Bur- 
tis, president of the Wm. Hengerer 
Co., represented the downtown stores 
on the board and was chairman of the 
publicity committee. William N. Wild- 
ridge, vice-president of E. W. Edwards 
& Son, and Walter J. Brunmark, pres- 
ident of J. N. Adam & Co., also were 
members of the executive board for 
Buffalo Day. 


“Carry Fewer Styles”—Geuting 
[CONTINUED FROM PAGE 44] 


Travelers Round Table led by John S. 
Whittemore, president of Boston Shoe 
Travelers, Boston, which discussed the 
problems of the road salesmen. The 
subject of Traveling Men Profiting 
from Attending Conventions was dis- 
cussed pro and con, as were the ad- 
visability of the salesman calling on his 
trade two, four and six times a year. 
The subject “How Can the Traveling 
Man and His Customer Work Together 
More Profitably?” brought out such 
points as merchants cooperating with 
salesmen to see that they lost a min- 
imum of time in making calls, and that 
appointments made should be kept so 
that the salesman can go on to his next 
town with a minimum expense and loss 
of time. 

A visit to the plant of the General 
Electric Co.’s House of Magic was the 
real high light of the convention. 
Three hours were spent in this great 
workshop of wizards, and everyone re- 
ported it to be the real feature of the 
convention. 

Entertainment features included a 
banquet on Monday cvening, at which 
Mott B. Hughey, of Watkins, acted as 
toastmaster and introduced Hon. Frank 
Crowther, member of Congress, Eigh- 
teenth Congressional District, who 
spoke on “Side Lights on Shoe and 
Leather Tariff.” C. LeRoy Craig en- 
tertained with several songs and R. N. 
Tuttle with his famous whistling and 
imitations. 


Combinations, Discreetly Fashioned 
[CONTINUED FROM PAGE 24] 


Pipings in red or green on black are 
very smart. One ingenious maker 
stitches the patent pump in circular 
motif, white on brown and white on 
black. The white may be dyed..green 
or red without injury +o «the patent 
Jeather. This idea is excellent for the 
Tetailer -who serves a fastidious trade 
and who. also has the handicap of not 
wanting to over-steck on -benchmade 
types 


The size and uses of the-perforation 
and punch hole detail have much to do 
with the appearance of the tip and 
quarter. Often the darkening of the 
underlay changes the entire.appearance 
and the spirit of the shoe. By lighten- 
ing the underlay lengths and widths of 
footwear take on entirely different pro- 


portions. 

Because of the rough textures of the 
new wool knit hose in the smart stock- 
ing lines and because in many instances 
two-toned yarns are being used to ob- 
tain colors, the round or braided shoe 
lacing is featured in Wales sports 
types of footwear. 

Many fabrics in deep rich tones are 
appearing for inlays and collars of the 
town pump. These fabrics, combined 
with patent or calf in the rich plum 
and prado tones, are very appealing. 

Some new grain leathers are shown, 
having the appearance of quill mark- 
ings. These leathers are used for tips 
and foxings and also are combined with 
patent. Some makers are stitching and 
plaiting leathers, using this detail for 
vamps of smart town or afternoon 
shoes. Heels remain the same, with a 
greater demand for the medium and 
practical walking types and_ those 
which have evolved from the Spanish 
Louis, the continental and boulevard 


types. 


To Make New Line 


ROCHESTER, N. Y.—The Menihan 
Company have arranged to manufac- 
ture the “Marvelle” shoe, invented and 
patented by Jack Marcelli, orthopedist. 

The patented features of the new 
shoe cover a_ built-in cupped heel 
cushion with a rubber base that acts as 
a shock absorber and pockets for 
leather strips to correct run-over or 
rotating heels, also a built-in metatar- 
sal pocket with three heights of meta- 
tarsal cushions to overcome and correct 
metatarsal arch troubles. 

The Menihan Company has just in- 
troduced the new shoe, and merchants 
from all parts of the country who have 
seen it declare that its features make 
it a very useful corrective shoe. Jack 
Marcelle is now on the road with sam- 
ples of the new line and reports much 
dealer interest. 


Form Shoe Fibre Company 


CovENTRY, CONN.—Incorporation pa- 
pers have been filed for the Sterling 
Shoe Fibre Co. of this town, listing 
authorized capital of $50,000. 
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116 SAMPLE ROOMS 
for the Shoe Trade 


Note These Ten Features: 





1. All sample rooms especially designed 
and built for proper display. 


. Special lighting. 

. New type fan hangars. 
. Multiple power outlets. 
. In-a-door beds. 
. Attached dressing rooms. 
. All sizes up to 400 sq. ft. 


. Radio, tub, shower, full length mirrors, 
servidor with every sample room. 





. On two separate floors. 


. Rates from $5.00. 






HOTELNEW YORKER 


NEW YORK’S MOST POPULAR HOTEL», RALPH HITZ, MANAGING DIRECTOR 
34TH STREET AT EIGHTH AVENUE, NEW YORK CITY 
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IN STOCK! 
At Popular Prices 


Get your share of the Riding 
Boot business with “Colt” Boots. 


We have in stock Men’s, 
Women’s and Children’s boots 
in a most comprehensive line 
covering all price ranges. Now is 
the time to order for the Fall 
Riding Season. 


Write for Complete Catalog R-77 


Colt-Cromwell Co., Inc. 
EST. 1899 
1239 Broadway, N. Y. C. 


Also In Stock at 
911 So. Los Angeles 
Street 
Los Angeles 
Calif. 






























PER PAIR 


Feathers Bows 


Black & White Black Suede 
Brown & White Brown Suede 
Patent Leather _ 
All Styles Black Kid 
One Price Brown Kid 


Blog Shoe Finding Company, Inc. 
147 Duane St., New York City 
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WHERE TO BUY 
Ballet Slippers @ Sandals 
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BALLET SLIPPERS—IN STOCK 

of the unusual kind 

Style B102 Bik. Kid Hand 

Turn, Soft Toe 

6-11 -2 2%-8 

$1.30 $1.35 $1.40 

Also rights and lefts in 

stock 
SCHWARTZ & HERDER, 


Inc. 
Specialists in Ballet Manufacture 
241 N. ilith Street, Philadelphia, Pa. 








In Stock Black Kid 
Ballet Right and Left 
Last 
Ladies’ $1.20 pair 
Misses’ $1.15 pair 
Childs’ $1.10 pair 
BLOG SHOE CO., INC. 
147 Duane Street 
New York City 




















WHERE TO BUY 


Dancing Shoes and Taps 








Consumers Demand 


CAPEZIO SLIPPERS 


Feature this 
Ask 


Bring customers to your store! 
highly advertised line. Send for catalogue. 
ahout exclusive franchise. 







333 WESTSZ°SL 

NEW ‘YORK.CITY 

Main Office and 
Factory 


Chicago Stock Dept. 
159 No. State St. 


STUDENT TAP SLIPPER 


Turn slipper TAP 
Dancing. Black Kid retails 
profitably at $2.50. Patent 
leather retails at $3.00. 


for 
Los Angeles Stock 


1533 Rosalia Road 


* KENDALL’S 


Style No. 11 Patent Lea. 
Women’s 2 to 8, B and C 


2. 
Misses’ 11 to 2, B and C 
$1.90 








PROFESSIONAL 
Friars. 










25¢e. a pai 
pair 


le No. 12 
feck Kid 
Women’s 2 te 8, B and C 
Misses’ 11 to 2, B and C $1.65 


- KENDALL SHOE COMPANY 
HAVERHILL, MASSACHUSETTS 


a 
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Store Name Changed 


WoonsockeT, R. I.—The corporate 
name of The Boucher-Tetu Co., has 
been changed to “Boucher Shoe Store, 
Inc.” The personnel and the stock- 
holders of this company remain the 
same as heretofore, with Joseph Bou- 
cher as treasurer. This store was es- 
tablished in 1872 and incorporated in 
1906. It. specializes in quality shoes 
for the whole family. 


They Fix Fiats 
[CONTINUED FROM PAGE 21] 


deavor to please their customers under 
all kinds of trying conditions, and ex- 
changes certainly come under this head. 

Real round toe orthopedic shoes are 
almost becoming obsolete in this street 
of corrective shoes. Even those whose 
feet may be classed as “bad” demand 
a certain amount of style. Compiled 
figures of several stores show this 
trend: 


orthopedic types. 

1929: 60 per cent of sales strictly 
orthopedic types. 

1931: 25 per cent of sales strictly 
orthopedic types. 


A middle-aged woman, who may have 
been frightened by a doctor, is a pos- 
sible customer for the plain pattern 
wide toe kind, the one who said she 
wore a 4 AAA when she was married 
but now finds a 6 'GGG is necessary to 
carry her two hundred pounds. But 
all bets are off if she is accompanied 
by her daughter, who has the fine 
habit of queering the sale by saying: 
“Mamma, take them off, they look ter- 
rible.” 

All the orthopedic, corrective, cor- 
rect or health shoes—call them what 
you will—are undergoing a decided 
style change, due to the endeavor of 
manufacturers and merchants alike, to 
stretch their lines so that more cus- 
tomers will be attracted to their par- 
ticular field. Style is the bait used. 
The result of this broadening of the 
field is that, regardless of the condition 
of the feet, many women insist on hav- 
ing a certain amount of style. This 
has reached the point where doctors 
and shoemen alike flatly refuse to be 
held responsible for trouble arising 
from shoes purchased on a customer’s 
personal likes, and not from a sound 
application of the needs of the case. 

It is quite the custom along the block 
to admonish customers as to the advis- 
ability of periodically having a doctor 
examine their feet. Perhaps they 
should sing-song it like this: “Wear 
So-and-So’s Shoes and see your’ foot 
doctor at least twice a year.” 





An Open Letter 
[CONTINUED FROM PAGE 17] 


duties to perform daily, being in- 
structed as to what I want done and 
the importance of doing it. He is re- 
sponsible to me for everything that 
transpires in the store. He acts more 
as my partner than an employee. 
realizes that, when he qualifies, he will 
be asked to manage a store. I hold 
nothing from him, because the better 
knowledge he has, of management, the 
easier it will be for me to operate. 
The employees must respect him be- 
cause his orders are my orders, and 
they know the importance of them. 

I cannot stress sufficiently the im- 
portance of training my personnel for 
a better organization. They are all as- 





signed to their various duties in order 
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1926: 75 per cent of sales strictly - 


He |. 
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WHERE TO BUY 
Pullman Slippers 





1 i i tie i 


VOLUME USERS 





Retail at $1.95 

The Ori 1 Pullman Slipper made of 

Genuine Glace kid leather—black, brown 

and other colors—ladies and men’s—Also 

in a variety of imported genuine grain 

leathers in all colors. Packed in different 
shaped pouches. 

M. GUSTIN CO. 
112-116 Madison Ave., N. Y. 
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WHERE TO BUY 
Riding Boots 
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RIDING BOOTS 
IN-STOCK 


For Men, Women and 
Children—also 
Jodhpurs and Field 

Boots. 


Write for catalog. 
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SHOE Co. 

a... r 
that my store can function by itself, 
and so that I may stand by and point 
out their weaknesses so that they may 
benefit for their future and try to im- 
prove. They are all conscious of the 
objective of our organization, which is 
—net profits. 

So you see, dear friend, how inter- 
esting the shoe business can really be 
if one actually works. Let the door of 
opportunity stand—you need no longer 
have PULL to get in; you need no 
longer have PUSH, rap or knock to 
get in, and you need no longer even 
ring the bell in this scientific age, but 
work, my friend, and work hard. I’m 
sure you will thank me for this advice. 

Your pal, 

DAVID GORMAN. 








Storm Welting in Fall Shoes 


BostoN—Storm welting is reappear- 
ing in sport and street shoes for both 
men and women, and it is noted that 
that welting appears to be fitted into 
the seam between the sole and the up- 
per more neatly than ever. It is a fea- 
ture contributing style, as well as addi- 
tional protection and support to the 
foot. 
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ly—every time. 








pinched or crowded. 


Here’s a real good-will builder. And think of the advertis- 
ing value! Use Fairy Cinderella Forms to build a steady repeat 
children’s shoe business. Write for complete details and prices. 


Fairy Cinderella 


FOOT-FITTING FORMS 
SHOE FORM CO., INC., Auburn, New York 


Licensed Manufacturing Branches: 
UNITED LAST COMPANY, LTD., Montreal, Que. 


Northampton Paris Frankfort Melbourne 
England France Germany Australia 


You can see the child’s foot inside these trans- 
parent Cinderella forms—and so can the mother. 
You save time—and she knows positively that 
there’s plenty of toe room—that the foot isn’t 


Put this NEW IDEA on your salesforce 


F you sell children’s shoes, put this new idea 
on your salesforce and keep a jump ahead of 
competition. It identifies you with mothers as 
the one store that can fit their children perfect- 





Here is a Fairy Cinderella unit of 20 transparent 
forms, made in sizes 6 to 24%, any width you 
select—A, B, C, D, E. Price complete with 
attractive rack $25.00. Second width of 20 forms 
with rack $20.00. Third width of 20 forms with 
rack $15.00. 





Here is the Simplest, Easiest 
Way to Learn All About 
SHOES and LEATHER 






Glib conversation no 
longer sells merchandise. 
The successful salesman 
today sells the goods. To 
sell them, he must know 
his goods thoroughly. 
THE SHOE and LEATH.- 
ER LEXICON will give 
you a full knowledge of 
shoes. Get a copy and 
increase your selling 
ability and your salary. 
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Make your spare time profitable. Learn 
quickly and easily all about shoes and 
leather. Know how shoes are made— 
their cut—the leathers used. Build up 
your appreciation of shoes as merchan- 
dise—of shoes in relation to the cus- 
tomer. All this information is given 
you in 


The Shoe and Leather Lexicon 


This wonderful little book that just fits 
your pocket has 83 pages of just the 
information you need every day. It will 
extend your knowledge and increase your 
pay. Just printed in the Sixth Revised 
Edition. The price is only fifty cents 
cash with order. (Money order, currency 
or stamps accepted.) 
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WHERE TO BUY4 


F ine | Sport Shoes 


Tm 
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“SPORTSTER” 


@fficial Girl Scout Shoes - 
$06 Sices and Widths In-Stock 
A. SANDLER 

154 Lincoln St. 
Boston, Mase Est. 1889 











“BAN LINE SPORTIEST OF 
SPORT SHOES 


“A Mile Away You Know Them” ier 
l 







SAN JEAN 


Falle colorful sport woolens call 

for this shoe with its hand whip- 

ping of saddle and tip. 
CATALOGUE ON REQUEST 
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WHERE TO BUY 
Spats 


6 6 6 PS 
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BOND STREET 
Aputs 









Best known, most de- 
manded line. Styled in 
England and made in a 
— range of sizes. and 
rrect colors jacked by 
powerful radio advertising 
over a Columbia . Broad- 
casting System network— 
; Supported by strong mer- 
. chandising helps, = 

tive packages, ete, Immediate delivery from s 
Write for samples. 


THE WILLIAMS MFG. COMPANY 
Portsmouth, Ohio, U. S. A. 
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WHERE TO BUY 


Shoe Accessories 
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EASE CALLOUSES with 
IDEAL FELT 
Metatarsal Buttons 
Specifically Reet, they are correc- 


tive. Three si small, medium and 
ists” felt, caine’ and all wool. One 
, %” and %”. 





large. Also Chi 
pound papers of 


Security acy Finding Mfg. Co. to 


2 S. WELLS ST. CHICAGO 


What Is Value in Shoes? 


[CONTINUED FROM PAGE 15] 


gugtomer) every bit of intrinsic value 
@he shoe once had. 

“Value in possession” cannot be 
measured in exact money terms. It is 
a thing of the mind. It is measured in 
terms of satisfaction, an extremely 
personal matter on which no two agree. 

‘Fit has no universal meaning. Beauty 
is a matter of opinion. Style varies 
with the individual. Suitability de- 
pends upon many factors. Sufficient 
wear may be ten days or ten months. 

Yet (and here is the whole point), 
the degree to which the individual cus- 
tomer is satisfied on all those points, 
to that degree has the shoe a “value 
in possession” to her. 

Going back to this pump that cost 
five dollars at the factory, we see now 
that it is not worth eight dollars to 
the consumer till you, Mr. Merchant, 
put that other three dollars’ worth of 
“value in possession” into it. 

How? For instance: A woman en- 
ters a shoe store. On the case is a 
rusty looking shoe with, it seems to 
her, little check marks all over the sur- 
face. 

She says, “I want something to go 
with a green wool afternoon dress.” 
To which clerk No. 7 replies, “No, we 
haven’t any green shoes, lady.” Then 
he reports to the boss: “We need some 
green shoes. Never seem to have what 
anybody wants in this store.” 

But .. . had she said the same 
thing to salesman No. 2, he would have 
answered, “Oh, yes; for a green wool 
dress my suggestion would be this 
smart new pin seal pump.” (Business 
of picking up that same rusty looking 
shoe.) 

“Pin seal, you know, fits right into 
the fashion of dull finished dress mate- 
rials, with dull hose to carry out the 
scheme. It’s new, too, a first cousin, 
you might say, of the rentile vogue. 

“And this deep brown shade makes a 
splendid combination with a green out- 
fit.” 

Every word salesman No. 2 says 
adds a value to that shoe in the cus- 
tomer’s mind. Even before he men- 
tions the price she knows it will be 
worth whatever is asked. 

If she buys it she will probably say 
for many months, “I just love these 
shoes.” Yet before she met salesman 
No. 2 she would possibly never have 
given brown pin seal shoes a thought. 
Yes, indeed, salesmanship, the modern 
kind, does add value to merchandise— 
value in possession. 

Furthermore, even if she doesn’t 
care for that brown pin seal pump, 
nevertheless she will instinctively say 
to herself, “Lucky me! Finally I have 
found a shoe salesman who has some 
conception of style!” 

It goes without saying that a good 
fit adds a “value in possession,” a poor 
fit does the opposite. In fact, the value 





to the customer is measured in terms 


76 








of—let’s call it happiness, not in terms 
of factory cost plus expenses. 

A pleasant atmosphere, clean car- 
pets, spotless mirrors, plenty of light, 
clean-finger-nailed employees, courtesy, 
all these things add a very real value 
to the shoe, as real a value as that con- 
tributed by the leather and the shoe- 
making. And that added impression of 
value stays in the customer’s mind as 
long as the shoe lasts. 

The customer thinks she is buying 
shoes, nothing else. But it cannot be 
disputed that at the same time she is 
absorbing impressions which uncon- 
sciously affect her valuation of those 
shoes. 

When you come right down to facts, 
things are worth just what the cus- 
tomer thinks they are worth. That’s 
all that counts in the merchandising 
world. 

We laugh at the African bushman 
who trades a tusk of ivory for a few 
pounds of salt and a bright mechanical 
toy. He laughs at us when we trade 
tinkling, shiny silver dollars for a pair 
of outlandish high heeled pumps in 
which no woman could trek through 
the jungles. 

It is all a matter of “joy of posses- 
sion,” not a matter of intrinsic values, 
nor even a matter of service given. A 
diamond—you admit it has great value 
—has no value whatever except the 
“joy of possession.” 

We, too, in the shoe business, can add 
great value to our goods if we will 
dramatize their virtues in our selling 
and in our advertising. We are too sol- 
emn and matter-of-fact. We stress fit 
and wear which are comparatively self 
evident. Let’s talk more about style 
and beauty, cultivating in the custom- 
er’s mind an increased “joy of posses- 
sion.” 

Now for the final point. We have all 
been taught over and over that custom- 
ers go back where they get most value 
for the money. This essay is not in- 
tended to dispute that statement, but 
rather to prove it. However, in discus- 
sing the question it was first necessary 
to get a clear conception of the mean- 
ing of “value.” 

In the old days no expression was 
more common than this: “I am going to 
build up trade by giving the greatest 
values obtainable.” Then, as time went 
on, we would observe in many a com- 
munity, trade gradually leaving the 
store that sold on the closest of mar- 
gins, and flocking to some other store 
that admitted charging more for its 
shoes. 

And many a shoe man shook his head 
sadly, saying, “There’s no_ justice. 
People don’t know anything about 
values.” 

Whereas the deep seated trouble was 
that the merchant did not understand 


values; that is, values from the cus- 


[TURN TO PAGE 82, PLEASE) 
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Shoe 


Manufacturer, Retailer and Wearer 
are more conscious today than ever 
before of details. Each demands ap- 


pearance, quality and uniformity, par- 





ticularly in laces. 


Finished appearance, strength and 
beauty are assured in our shoe laces 
and, due to our long years of experience 
and control of manufacture through- 
out, those elements are expected by 
our customers. They have never yet 
been disappointed in us. Today the 
manufacturer expects lowest prices 
consistent with quality. Due to our 
control of manufacture from raw to 
finished product we stand prepared to 
meet the shoemaker’s needs. 


THE JOSCO FABRIC TIP 
—a small, neat tip that will 
enter any eyelet with ease. It 
has no shoulder to catch, 
scratch or tear and is abso- 
lutely waterproof. The JOSCO 
tip cannot pull off for it is part 
of the lace itself which has 
been impregnated with our 
own exclusive solution to give 
Tips may be either fabric, met- it the proper rigidity and en- 
al or celluloid. We recom- durance. We guarantee the 
mend the recently perfected JOSCO FABRIC TIP to out- 
JOSCO FABRIC TIP. last the lace in ordinary use. 
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(Successor to Jostin Mfg. Co., Established 1865) 
PROVIDENCE, R. I. 


SELLING AGENT 
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Shoe Lace Company, Ltd. 


UNITED SHOE MACHINERY CORP., BOSTON, MASS. 
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CLAWIFIED ano WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


« . oe 














SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 











Nationally Known Manufacturer 


has a limited number of territories open for 1932 to shoe men between the ages 
of 25 and 38 who “know shoes” and who have ability to sell quality footwear 
today without the aid of “special concessions.” If interested, write fully. Ad- 
dress C623, care Boot & Shoe Recorder, 239 West 39th Street, New York, N. Y. 





Men’s or Women’s Line 
Wanted for Pacific Coast. Have 
Large Following Among Best 
Retail and Chain Store Trade 
in This Territory. 
Address C-630, Care Boot & Shoe 
Recorder, 239 West 39th Street, 
New York, N. Y. 














|” zs you know a man Seeaing to re-enter “ 
etail shoe business, please show him this ad 

He can hold his men’s trade and earn a 
income in the meantime by selling direct factory 
to wearer. THE DUDLEY SHOE, a dress 
shoe carried at the factory in fifty-five style 
numbers, $4.95 to $5.95. Anyone interested 
should address the distributing office .of THE 
DUDLEY SHOE CO., 144 Duane St., New 
York City. 





SALESMEN WANTED: To carry line of 
very high grade wool slippers. Only men 
selling high P pened lies to large city department 
stores will interested. This line features 
quality and distinction rather than_ price. 
iberal commission. ‘WARREN SHOE CO., 
Peabody, Mass. 





My SELLING CHILDREN’S 7 
hana my Se 7 side line Infants’ 
Welts eight. Best aw ogg in 


oe | o drawing secouat bet high rate. com 
us to present or previous em- 


pines rm fret letter, Address C-592, care 
as Recorder, 239 West 39th Street, 
New York, N. 





SBCF Sar SALESMEN wanted to carry our spats 
ornaments as a sideline. co 


eg A ie co., 4246 
No, Crawford Ave., Chicago, Ill. 





SALESMEN with experience well acquainted 

with the trade for a line’ of Children’s, 
Misses’ and Girls’ medium and high grade 
Philadelphia made turns, territory middle west, 
western, and California. Address C-617, care 
Boot & Shoe Recorder, 239 West 39th Street 
New York, N. Y. 








POSITION WANTED 


BUSINESS OPPORTUNITY 





EF, XPERIENCED MANAGER and shoe buyer, 
who knows how to merchandise and get the 
vest from those under him. So sure of ultimate 
results that I am willing to consider starting 
for a small drawing account plus commission 
on increase in business. Willing to f on 
Unquestioned references. J. H. BR FILE, 
8414 Sycamore St., New Orleans, a 





SHOE SALESMAN — FACTORY REPRE- 
SENTATIVE—An | experienced representa- 
tive desires an iation with a 
reliable manufacturer a women’s shoes. He 
has had twelve years experience selling de- 
partment stores, Chain stores and resident 
buyers in New York, Philadelphia and New 
England markets. Concerns seeking additional 
representation or others wishing to enter the 
east can avail themselves of these established 
contacts among shoe byers. Men’s and Chil- 
drens’ shoes also considered. Address RAY M. 
MOUNTAIN, 53 West 75th Street, Apt. 3B, 
New York City. 








PARTY interested in foot correction, and 
having had exceptional success in this work, 
would like location with a corrective store or 
department. Now managing a shoe store, but 
would like to do foot relief work exclusively. 
Can relieve any foot trouble unless foot is 
diseased. Address C-631, care Boot & Shoe 
Recorder, 239 West 39th St. New York, N. Y. 





One of Hartford, Conn.’s finest 
clothing stores space for a 
men’s and boys’ shoe depart- 
ment on a flat rental or com- 
mission basis—act quickly! 
Address C-621, care Boot & Shoe 
Recorder, 239 West 39th Street, 
New York, N. Y. 











Complete equipment, modern lasts and 
patterns, trade names of a Women’s Good- 
year be ng Factory having a capacity of 
500 pairs per day, an old established insti- 
tution with a high grade clientele. In a 
be with emocitent skilled labor and ship- 

facilities. Plant most modern and con- 
po ently located for easy accessibility of 
labor in its district. Can supply favorable 
compere figures compiled by local 
Business Bureaus. 
Address C629 care Boot & Shoe 
a 1201 Chestnut St., Philadel- 
phia, Pa. 














FOR RENT 








WANTED TO PURCHASE 


SHOE MANUFACTURERS—We specialize in 
disposing of factory job-lots, commission 
basis. Write what you have to offer. DUHON, 
BERRY & VINTON, Inc., New Orleans, La. 


SHOE DEPT: main floor, space in largest 
Women’s Specialty Store in Reading, Penna. 
Corner location, established store. Advertised 
line preferred. We do not carry shoes at 
present. Must be financially responsible party. 
Apply THE FASHION, Reading, Pa. 








CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents, For all other classified advertisements the raté is 7 cents per word. 
$1.25. When a box number. is desired twelve words should be added for the addfess. 


word of the address should-be counted. 
The rate for all displayed classified advertisements is $5,00.an inch, with a maximum of 45 words. 


Classified advertising is payable in advance. 
S* Advertisements for this page must be in odr New York office on Friday a the week preceding publication.-6@ 


Minimum charge 
In all other cases. each 
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FOR LEASE 


MERCHANTS’ NEEDS 























FOR LEASE 


FOUR SHOE STORES 
IN PHILADELPHIA 


Fully equipped with _ fixtures, 

Chairs, Show Cases, Rugs, etc. 

Ready for occupancy, immediate 

possession. Owner discontinuing 

business. Prominent locations, 

established as shoe stores for 

many years. Rents lowered to 

meet conditions. 

60th and Chestnut Sts. 

52nd St. Cor. Spruce St. 

Broad & Erie Ave 

12th St. Below oa St., Phila- 

delphia. 

Address Charles E. Hallahan 
60th and Chestnut Sts. 
Philadelphia, Pa. 











WANTED TO PURCHASE 











If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 
KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone Canal 6-4298 and 4299 


\eeY BOWS 





In keeping with the new fashion trend 
Fifth Avenue stores are enhancing their 
new fall creations with Leather, Fabric 
and Beaded Bows. Vanity Novelty Works 
have a comprehensive line of new fall 
bows at prices ranging from $3.50 to 
$5.00 per dozen pair. Write now for an 
assorted dozen. 


VANITY NOVELTY 


WORKS 
1261 Atlantic Avenue 
BROOKLYN N. Y. 


New Improved 


uy Cup 
for Price Tickets 


TILTS AT ANY ANGLE 
$5.00 per gross $2.75 half gross 
‘atisfaction ranteed 
M. D. POLLINGER COMPANY 
216 Holland Bldg., Be Louis, Mo. 














Display Fixtures 


E. DODGE 
453 Washington %&., Besten 
Phone Dev. 8049, 



































We will pay the best price for 
your surplus or entire stocks of shoes, 
general merchandise or department 
stores. Leases assumed. on 

a 


Phone : Write - 
All matters strictly confidential. 


I. SIMON CO. 


101 Reade St., New York City 
Phone Worth 2-5922 








Levine Display Studios 
We are equipped with years of 
experience to render the best in 
designing and building displays. 
Modern and Unusual Back- 
grounds 


in fine woods, beaver boards, felts 
and novelty fabrics. 


Over 100 displays now installed 
in leading shoe stores, such as, 
Miles, Hausman, Feinberg & Price, 
Walkover and Fastenbergs. 


Displays at Rental Rates 


124 West Twenty-First Street 
WAtkins 9-4334 New York City 


—— Milbradt 
7 4 ie 
—-}—] Rolling Step Ladders 
Sy Mideea. 1 
=| Enable you to reach your 
+ — shelves convenient- 
ee: | y. 








‘They last a lifetime 
and 





Are made in any style, 
| shape or size to fit any 
kind of shelving. 


Write for general catalog 


as and let us suggest the 


best ladder for your use. 





Milbradt 
Manufacturing Co. 
Established 1895 
2416 No. 10th Street 
ST. LOUIS, MO. 

















HOTELS 
























Typical room, 
converted at 
night into a 
sleeping room. 


Enjoy the Comfort of a 


NEW YORK’S FINEST 
RESIDENTIAL HOTEL 


“AN Rlexington We. 23” toZ4"st 


Only a few quick minutes from 
business, shopping and amuse- 
ment centers, yet you will enjoy the quiet 
repose ofa country town at evening. 
Such is the fortunate location of the 
George Washington Hotel, a distin- 
guished residential hotel. 


panROOM WITH BATH 
$2.50 to $3.00 


THE BEST FOOD IN NEW YORK 


Real Home in 






EKLY 
$14 to $17.50 











A new price ticket of dif- 
ferent color each month-- 


Samples on Request 


Carried In-Stock 
any assortment desired 





Coral background with orange and 
black trim. Figures and “Sale” 
in black. 


2 GOGOD 6c cvcccccdccccescves $0.25 
6 GOSEN 2. ccccacccccccccccce 1.25 
SRE os 6h acdececacecedexe 2.25 
SE GHEE oe dei cccéveccccesuec< 4.00 


Odd-cent prices not carried in stock, 15c. 
per dozen extra. 


(Check with Order, Please) 
Merchant’s Service Dept. 


Boot and Shoe Recorder 
209 So. State St., Chicago, Ill. 
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Fifty Years In Shoe Business 


1881-1931—a great contribution to 


industry—in shoes. 





Triple City Celebration by Bingham- 


ton, Johnson City and Endicott. 





40,000 in parade, 125 floats and 


community celebration. 





General Holiday. Addresses in his 
honor by William H. Doak, Sec. of 
Labor, Judge Kenesaw M. Landis, 
Senators, Congressmen and Business 


Men. 





Presentation of honor plaque. 


Radio hook-up. 


Universal praise for labor policy and 


generosity. 


Prison 


ET us correct a typographical 
error on our part. The corrected 
statement reads, the Bureau of 
Prisons offered to supply 53,676 
pairs of shoes, to be used by the 
army, at $2.73 per pair. When bids 
were sought in the open market, 
however, the Brown Shoe Company 
of St. Louis offered to supply them 
at $2.445 per pair. The difference of 
28.5 cents favors free shoemaking 
over prison labor. 

Now we have it right—in print. 
But the controversy is whether the 
government should buy shoes at the 
lowest economic price or whether it 


iia new heels 
on men’s oxfords have a lift or two 
more of leather in them than do 
familiar heels of the masculine sort, 
and they are cut to a fair degree of 
bevel on the back, instead of almost 
perpendicularly. They are also cut 
on the breast to a curve, instead of 
on a straight line. This way of cut- 





GEORGE F. JOHNSON 








In Congratulation 
Beverly Hills, Calif. 
George F. Johnson, 
Little Boot and Shoe Man, 
Binghamton, N. Y. 
I got an invitation to be at your 
sixtieth or seventieth anniversary. 
Now there is nowhere I would 





vs. Regular 


should pay more to its own federal 
Bureau of Prisons. We await the 
decision which is still in the hands 
of the special arbritration board. 

The board consists of the Comp- 
troller General of the United States, 
the Chief of the United States 
Bureau of Efficiency, and the Super- 
intendent of Supplies of the General 
Supply Committee. 

The Bureau of Prisons refused to 
meet the Brown Shoe Company price 
and the matter was submitted to the 
arbitration board for settlement. 

James V. Bennett, assistant di- 
rector of the Bureau of Prisons, 





ting them makes them look higher 
than they really are. 

Perhaps these heels please the 
vanity of the males. Perhaps they 
feel easy on the feet. Anyway, 
they’re selling well in several lines. 
It is interesting to note that the 
top lifts of some of these new heels 
are corrugated, as if to make them 


80 c 


rather come, cause you are kinder 
my pet business man. You always 
seemed like you helped your work- 
ing folks while you helped yourself. 
I am glad the town has found out 
you are living there. Most men it 
don’t take a town that long. 

Don’t feel too swelled up over the 
town giving a holiday in your honor. 
It’s no trouble for business to close 
up nowadays. 

By the way, I own a ranch and 
cowhides never was as cheap. If 
you ever decide to switch to using 
leather, now would be a good time. 
It’s cheaper than a substitute. 

I wish I could be there and see old 
Broome County do you honor and 
incidentally get a square meal them- 
selves. But I am right in the middle 
of making a movie. 

In fact, I am the only Democrat 
working. If I wasn’t working I 
would cross the continent to attend 
your celebration, because I think 
you got it coming. 

You are a great example to men 
who want to know how to be fair 
with their employees, so I will just 
have to remain a well-wisher from 
California. 

P. S.—Make ’em have a long pa- 
rade. There is nothing wears out 
shoes like a parade. 


WILL ROGERs. 
! 


Shoes 


said the law permitting the manu- 
facture and sale to government de- 
partment of prison-made articles re- 
quired their sale at current market 
prices. He said the bureau had de- 
termined $2.73 was a fair market 
price for the shoes wanted by the 
War Department. The bureau, he 
said, would not engage in price cut- 
ting, as it was not its purpose to 
force down prices of private manu- 
facturers, 

The board’s decision is expected 
soon, but there is no way of fore- 
casting the date of its appearance. 


non-slip, and about the corrugated 
area is a horse shoe of smooth pol- 
ished leather through which fiber 
nails or nails of brass are driven. A 
main idea in this new style of heel, 
in so far as practical shoemaking 
is involved, is that of increasing 
skill in the art of heeling shoes for 
men: 
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CALIFORNIA—Palo Alto—B. A. Epstein 
(Stanford Bootery); boots, shoes, etc.; moved to 
Sacramento, Cal. 


San Leake Co.; boots, 
sees, -etc. ; succeeded: ‘by -Abraham -Pickard. 


Muncie—Muncie Boot Shop ; boots, shoes, etc. ; 
.sold..or_closed out business. 
KANSAS—Ottawa—W. A. Anderson; boots 
and shoes; succeeded by oe D. Manley. 
Pi—Clarksdale—I. Okum; boots, 
by I. Okum & Son. 
acagytee Fone yen =) 
in i ita 
$100,000. ‘acites 
Haverhill—Caivin Shoe Co.; manufacturers; 
—— ce ety mr 
Mayflower Men’: 's Wear Corp. ; 
shoes, etc.; inc. authorized capital $100, 000. 
Worcester—Manning-Gibbs Shoe Co.; man 
facturers; capital stock increased by $15, 000. 
MICHIGAN—Joseph Fox (9144 Jos. Campau 
Psa dl boots, shoes, etc.; succeeded by Morris 
NEW HAMPSHIRE—Nashua—Nashua Shoe 
Co. a eteeeaes inc. authorized capital 
NEW YORK—Brooklyn—Barney Gerstein (703 
Brighton Beach Ave.); boots and shoes; suc- 
ceeded by Boardwalk Shoes, Inc. 


BUSINESS CHANGES 


Samuel M. Levy (1723 Kings Highway) ; boots 
and shoes; reported selling or sold out business. 
Dongan Hills—Luigi Barracato; boots and 
shoes ; reported selling one out. 


. eS boots, 

-ahoes, etc. ; succeeded by W. C.-Crossma 

: “York City—Kathleen Buckley (Mrs. 
(3196 ‘Westchester Ave.) ; and 


John) 
shees;_sold or. closed out business. 

Clark Shoe C€o., Inc. ; boots, shoes, etc.; re- 
cently inecerporated 

Larry Cehen (245 E. 59th St.);~boots and 
shoes; sold or closed out business. 

Henry Gottheil he ne White Plains Ave.) ; 
boots, shoes, ~tc.; to Dobbs Ferry. 

Handicraft inom: rome one and shoes; inc. 
authorized capital $10, 000. 

Peppy Shoes, Inc.; boots and shoes; inc. au- 
thorized capital $10,000. 

Poughkeersie—Moore Bros.; boots and shoes ; 
succeeded by Moore’s Footwear Service. 

CAROLIN Asheville — MacSee 


NORTH 
Stores, Inc.; boots, shoes, etc. ; reported seili- 
(8th 


ing or sold out. 

OHIO—Cincinnati—Vigorith Shoe Co. 
and Sycamore Sts.); manufacturers; 
liquidating. 

PENNSYLVANIA—Philadelphia—Charles_ E. 
Hallahan, Inc. (60th and Chestnut Sts.) ; boots 
and shoes ; ; reported selling or sold out. 

Israel Harrison (est.) (1849 E. Passyunk 
Ave.) ; boots and shoes; reported selling or sold 





- FAILURES, EMBARRASSMENTS, Etc. 


Fr nog erage Dorade—Peoples Store (Eli 
Dublin); boots, shoes, etc. ; petition in 
ikruptcy ; reported receiver appointed. 


Pine Bluff—Nate Finkelstein; boots, shoes, 
ete.; reported petition in bankruptcy. 
CALIFORNIA—Los Angeles—Mandel eres 


Ltd. (518 W. 7th St. and 746 Broadway) ; 
and shoes; reported petition in —— 

CONNECTICUT—Shelton—Antonio Simonetti ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

GEORGIA—Atlanta—Peachtree Shoe Co., Inc. 
(Peacock Shop) (197 Peachtree St.) ; boots and 
shoes; reported petition in bankruptcy. 

Savannah—Universat Shoe (34 W. Broad St.) ; 
wholesale boots and shoes;- reported petition in 
bankruptcy. 

ILLINOIS—Alton—Bloomer Stores Co., Inc.; 
a and shoes; reported offering to compro- 
mise. 

Chicago—Joseph Rosenberg (210 E. 51st St.) ; 
-boots and shoes; reported receiver appointed. 

Marion—A. H. Joseph; boots, shoes, etc.; re- 
— Petition in bankruptcy; reported receiver 


“°INDIANA—Hammond—Harry B. Groupe; 
boots and shoes; reported petition in bankruptcy. 
IOWA—Sioux City—Quilleash Co.; boots and 
shoes; reported petition in bankruptcy. 
LOUISI IANA—Lake Charles—Jacobs 
Inc. ; boots, shoes, etc.; reported assigned. 
MASSACHUSETTS—Boston—Baer Yorra Shoe 
Co., Inc. (255 Hanover St.); boots and shoes; 


reported assigned. 

Joseph Lieberman (Reliable Shoe Store) 
(1194A Blue Hill Ave.); boots and shoes; re- 
ported called meeting of creditors. 

Haverhill—Fashion Shoe Co., Inc. (113 Essex 
St.) ; manufacturers; repo: assigned. 

Needham—-Morrison Shoe Shop; boots and 
shoes ; reported assigned. 

Wercester—Harris Lubin, Inc.; boots, shoes, 
ete.; recently incorporated. 


Store, 


out. 

Amos Hartman (5934 Haverford Ave.) ; boots 
and shoes; reported selling or sold out. 

Rose Shoe Mfg. Co.; manufacturers; name 
changed to Buddy Shoe Mfg. Co. 

Morris Wax; boots and shoes; sold or closed 
out business. 

MICHIGAN—Detroit—William Bailies (Bee 
Shoe Co.) (4624 Michigan Ave.); boots and 
shoes; reported petition in bankruptcy. 

Pontiac—Sam Fishel; boots, shoes, etc.; re- 
ported petition in bankruptcy. 

Wyandotte—Melody Bros. Co.; boots, shoes, 
etc.; reported petition in bankruptcy. 

MISSISSIPPI—Gulfport—William A. Dag- 


gett; boots and shoes; reported petition in bank- 
ruptcy. 

Hattiesburg—McInnis Bros.; boots, shoes, ete. ; 
reported called meeting of creditors. 

MISSOURI—St. Louis—Alan S. Behr (Behr 
Shoe Shop) (3181 S. Grand Ave.); boots and 
shoes; reported assigned. 

NEW JERSEY—Jersey City (also branches)— 
Waterman Shoes, Inc. (369 Central Ave.) ; boots 
and shoes; reported receiver appointed. 

NEW YORK—Brooklyn—Morris Bomser (271 
Brighton Beach Ave.); beots and shoes; report- 
ed called meeting of creditors. 

New York City—Herzlich-Schoen, Inc. (57 W. 
19th St.); shoe manufacturers; reported called 
meeting of creditors for Sept. 10. 

North Tonawanda—Frank Prelewicz; boots, 
shoes, etc.; reported offering to compromise. 

OHIO—Cleveland—Mrs. E. R. Goldberg (4944 
Payne Ave.); boots, shoes, etc.; reported peti- 
tion in bankruptcy. 

Lima—Harry Mervis; boots, shoes, etc.; re- 
ported assigned. 

PENNSYLVAN!J A—Coatesville—Henry _Skol- 
nick; boots, shoes, etc.; reported petition in 
bankruptcy. 

TEXAS—Amarillo—W. M. Adams; boots, 
shoes, etc.; reported petit‘on in bankruptcv. 

Brownsville—Manuel Marcues & Co. (Guar- 
antee Shoe Co.) ; boots and shoe3; reported peti- 


tion in bankruptcy. 

Hovston—H. C. Kaplan (Economy Shoe 
Store); boots and shoes; reported petition in 
bankruptcy. 

Rockdale—W. E. White; boots, shoes, etc.; re- 
ported offering to compromise. 








NEW SHOE STORES 


Waco, Tex.—M. C. Levy, Austin and 4th Sts. 

Bonham, Tex.—J. H. McManus (soon). 

Kansas City, Mo.—Mrs. Rosa Wilner, 610 
Walnut St. (soon). 

Levelland, Tex.—B. L. Webb & Son (soon). 

Stanton, Tex.—J. Fox (soon). 

Ballinger, Tex.—G. & Louis Joseph (soon). 


Carthage, N. C.—L. R. Flinchum (soon). 
Santa Ana, Cal.—I. H. Hawkins Co., Ltd., 301 


E. 4th St. 
Ridgeland, 8S. C.—Dan Ellis, Masonic Bldg. 
soon). 
| iy 8. C.—Gordon Bing (soon). 
cworth, Ga.—Greedman & Co., Inc. 
Belltions Wis.—Melvin Bohnke, N. Main St. 


Boor anpD SHOE RECORDER 
combining THe SHOE RETAILER, Sept. 19, 1931 





Oskaloosa, Iowa—Edward Baratz (soon). 

Cleveland. Ohio—Wright Department Store, 
5778 Ridge Road. 

Gordonville, Va.—Gordonsville 


tore. 

Portland, Ore.—Olman & Rosenfeld. 

Jacksonville, Fla.—Abel-Tousey Co. 

New York, N. Y.—Clark Shoe Co., Inc. 

Mattoon, Ill.—Young Department Store, Inc., 
1700-02 Broadway. 

New Brunswick, N. J.—A. H. Fertig Co., Inc. 

Orlando, Fla.—The Leader, Inc. 

Onamia, Minn.—W. H. Gish. 

Newberry, Mich.—Walter W. Wilson, Richard- 
son Bldg. (soon). 


Department 
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Lexington, Ky.—H. C. Spears Shoe Co., 119 
N. Limestone St. 

Viroqua, Wis.—B. W. Johnson. 

Manly, Iowa—Ben Zebker (soon). 

Gainesville, Tex.—Dickerman Clothing Store, 
N. Commerce St. 

Lake Mills, Wis.—Smith’s Stores, Inc. 

Bonham, Tex.—Norman Dry Goods Co. 

Harlingen, Tex.—Tucker & Harryman, 115 E. 
Jackson St. 

Roswell, N. M.—Ball & White, 218 N. Main 


St. 
San Diego, Cal.—Callen Kamk’s, 905 5th Ave. 
Lincoln, Neb.—Speier’s, Inc., 133 S. 18th St. 
Lake City, Ark.—Nate Miller (soon). 
New York, N. Y.—Handicraft Shoe Corp. 
McCormick, S. C.—Brown’s, Inc. 
Salley, S. C.—W. H. Salley & Co., Inc. 
Biddeford, Me.—Montgomery Ward & Co., 
Masonic Bldg. 
Lewistown, Mont.—Montgomery Ward & Co. 
Arkadelphia, Ark.—J. A. Caldwell & Co. 
Modoc, Ill.—Francis Melliere (soon). 
Newark, N. J.—Romar Department Store, 599 
Orange St. 
Sweet Springs, Mo.—Bowen & A (soon). 
Mt. Savage, Md.—Joseph P. Jenk 


—* N. C.—M. Blumenthal, "McCoy Bldg. 
(soon 

Newark, N. J.—Gates Department Store, 504 
Broadway. 


Newark, N. J.—Arlien’s Department Store, 81 
Market St. (soon). 

Webster City, oe pl s, Inc. (soon). 

Glidden, Wis.—Wm. Sha 

New York, N. Fe Worthwhile Shoe Co., 13- 
19 Hudson St. 

Chicago, Ill_—Forsythe Shoe Co., 6336 S. Hal- 
stead St., Englewood. 

Lansing, Mich.—Sheppard & Myers, Inc., 120 
S. Washington > 

ew York, Y.—Prime po. Mfg. Co., 
Lorain, Rag Ram te Shoe Co. 
een Ohio—Youngstown Leather Co., 


Cherryville, N C.—H. D. George. 

Shelley, N. Ct Bee Hive Co. 

Pawtucket, R. I—Economy Shoe Store, 13 N. 
Main St. 

Le Bernardino, Cal.—Abraham Pickard, 600 
8rd St. 

Cleveland, Ohio—Aron’s, 2228 E. 9th St. 

Passaic, N. J.—Green’s Clothes Shops, 
Main St. 
e ok Barbara, Cal.—Gehl & Woodward, 1127 

tate 


Marengo, Ind.—G. S. Balthis & Son. 
a W. Va.—Clifford Rogerson, 51414 


Evanston, Ill.—MacFarland Bros., Inc., 1619 
Orrington Ave. 


Inc. 
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BOOTS AND SHOES 
Advance Theatrical Shoe Co., Chicago, Ill. 72 


Alden, C. H., Co., Abington, Mass......... 57 
Athletic Shoe Co., Chicago, Ill............ 66 
Bancroft-Walker Co., Boston, Mass........ 1 
Bass, G. H., & Co., Wilton, Me.......... 68 


Blog Shoe Findings Co., New York City. .73-74 
Blue Ribbon Shoemakers, St. Louis, Mo... 75 
Booth, Walter, Shoe Co., Milwaukee, Wis.. 55 
Brooks Shoe Mfg. Co., Philadelphia, Pa... 70 


Buek & Co., Philadelphia, Pa............ 76 
Capezio, New York City.....2........+.. 72, 74 
Central Shoe Company, St. Louis, Mo... .34-35 
Chase, W. 8S., & Sons, Haverhill, Mass..... 66 
Chicago Footwear Co., Chicago, Ill....... 70 


Chicago Theatrical Shoe Co., Chicago, Ill.. 72 
Cape. | Edwin, & Sons, Inc., E. Weymouth, 


Colt-Cromwell Co., New York City........ 73 
Connell, J. M., Shoe Co., So. Braintree, 
74 


MD, cnn cdckUC coco reeks tccuvestlvses std 
Crossett Shoe Co., Augusta, Me............ 10 
Doerman Shoe Mfg. Co., So. Milwaukee, 

Sy "s a@iatire Sink bikes akc ee au 6-kie ne bears ee 23 
Dyer & Hall, Inc., Auburn, Me............ 4 
Ebberts, John, Shoe Co., Buffalo, N. Y.... 7 
Edwards, J., & Co., Phila., Pa...... 4th Cover 
Evans, L. B., Sons Co., Wakefield, Mass... 66 
Florsheim Shoe Co., Chicago, Ill........... 8 
Gilbert Shoe Co., Thiensville, Wis......... 68 
Gustin, M., Co., New York City............ 74 


Horwitz, Vincent, Co., Inc., New York City 66 
Hoyt, F. M., Shoe Corp., Manchester, N. H. 64 


Ideal Baby Shoe Co., Danvers, Mass...... 68 
Johansen Bros. Shoe Co., St. Louis, Mo. 
2nd Cover 
Keith, Geo. E., Co., Brockton, Mass....... 53 
Kendall Shoe Co., Haverhill, Mass........ 74 
Killoran, W. M., Lynnfield, Mass.......... 72 
Krippenderf-Dittmann Co., Cincinnati, Ohio. 7 
Marathon Shoe Co., Wausau, Wis......... 29 
Mishawaka Rubber Woolen ae. Co., 
EL, a .4coa hoes U5 sc bee Front Cover 
Musebeck Shoe Co., Danville, Ill........... 5 


~~ Bridge Shoemakers, Lynchburg, 
40-41 


Re A. E., Syracuse, N. Y.......... 64 
O’Donnell Shoe Co., St. Paul, Minn....... 71 
Old Colony Shoe Co., Brockton, Mass...... 64 
Packard, M. A., Co., Brockton, Mass...... 64 
Peters, St. Louis, Mo................4. oe 49 
Richards & Brennan Co., Randolph, Mass.. 64 
Reth Shee Co., Phila., Pa.............000. 72 
Sandler, A., Boston, Mass................. 76 
Schwartz & Herder, Inc., Phila., Pa....... 74 


Shaft-Pierce Shoe Co., Faribault, Minn.... 68 





A BUYING GUIDE TO 
OUR ADVERTISERS 
ee Ee NA et . 


Smith, J. P., Shoe Co., Inc., Chicago, Ill... 70 | What Is Value in Shoes? 
Stacy-Adams Co., Brockton, Mass.......... 64 [CONTINUED FROM PAGE 76] 
Stetsen Shoe Co., So. Weymouth, Mass.... 25 j ‘A : 
Walden P ie. ite, MND. «cis eos 79 | tomer’s viewpoint. We still have re- 
a Lartaebpeine pet a 2 ae tailers who operate on the theory that 
yaar Gen eee it taro ees ” 63 | the customer’s good will can be bought 
Wright, E. T., & Co., Ine., Rockland, Wis.46-47 | With money—money in the form of 
cheap prices. They may be giving 








LEATHER AND OTHER MATERIALS good “values”; again, they may not. 
Mark-up alone is no criterion. 
A tak Cos Lancattes Pa... 31 | The merchant has a right to charge 
B Siien cea Ml olor: “s eight dollars for a shoe that costs five 
acon wie ; only if he delivers eight dollars’ worth 
Creese & Cook Co., Boston, Mass... .3rd Cover of “value in possession.” 
a ~ Aatonn lemon Co, Come, Two shoes side by side on the shelf 


: presumably have the same resale value. 
~ , N. J....26-27 2 f 
Pa RS ar ” Yet one, sold this morning, may be 
Sapa, SB Saatiee: One Basten, awe. - worthless to the customer, robbing her 
New Castle Leather Co., New York City... 60. of her eight dollars and driving her 
Nesthwestorn Leather Co, Trest, Boston ..g | away from the store. 
Ohio Leather Co., Girard, Ohio............ 43 Seldom does this occur through any 
her Co., Phila. P ne lack of mechanical value. More likely 
ey Se Se Pe ees sos it is because the salesman was not suf- 
SHOE ACCESSORIES ficiently interested in the matter of 
é use. That customer will tell her neigh- 
King, C. G., & Co., Ine., Providence, R. I.. 67 bors, “Smith’s shoes are no good.” 


Levine Display Studio, New York City.... 79 The other pair, sold this afternoon, 

Miller, O. A., Treeing Machine Co., Brock- may fit into another individual custom- 
COM, BASS. .cccccccccccccccccccccscccese 69 er’s needs so well she will brag to her 

Narrow Fabric Co., Reading, Pa.......... 51 neighbors, “Smith’s shoes are remark- 

Scholl Mfg. Co., Chicago, Ill.............- 65 | able values.” 

bi andr trionrerenetietapined The difference is not in the shoes. 


Even the price was the same. In the 


Shoe Lace Co., Ltd., Providence, R. I..... 17 ms 
Vanity Novelty Works, Brooklyn, N. Y.... 7 one case the value was wiped out by 
gh careless selling. In the other case it 

Williams Mfg. Co., Portsmouth, Ohio...... 76 was increased by intelligent selling. 
' So the stores that give best “values” 
Nee RY eee ate. Te | oun wee necessarily those that operate 
on the smallest margin, but those that 
Beckwith Mfg. Co., Boston, Mass.......... 84 live up to the RECORDER’s famous motto: 
Mears, Fred W., Heel Co... ..ccccccccccues 83 “GETTING MORE SHOES SOLD 
United Last Co., Boston, Mass............. 36 | RIGHT!” Those are the stores that 
United Shoe Machinery Corp., Boston, will still be with us tomorrow and to- 

BN,  crenck ccc. gush 64007 esen ceed 48, 56, 58 morrow. 
SHOE STORE EQUIPMENT : Seamless Oxford Shown 

Dodge, E., Boston, Mass..............s05- 79 Boston—An interesting shoe, noted 
Milbradi Mfg. Co., St. Louis, Mo.......... 79 | in a men’s store, is an oxford that has 
Pollinger, M. D., Co., St. Louis, Mo....... 79 | no seam excepting the back seam. It 


is of one piece of leather all the way 


) oy Ss SRE 70 
Bae Sel is round from back seam back to back 

MISCELLANEOUS seam again. There are no trims of any 

kind on it. 

George Washington Hotel, New York City. 79 A shoe of this sort is usually rated 
Hotel Belvedere, New York City.......... 71 | as of costly cutting. The stock from 
Hotel Forrest, New York City............ 71 | which it is cut must be unusually clean 
Hotel Lexington, New York City.......... 71 | and uniform, for the shoe must show no 
Hotel Lincoln, New York City. Scvedees ees 50 | grain imperfections of any sort. It is 
Hotel New Yorker, New York City......... 73 | eut by a one-piece pattern, which is not 


Industrial Club of St. Louis, St. Louis, Mo. 63 | an easy pattern to design. The upper 
has to be moulded, of formed, to the 


Kirsch-Blacher Co., New York City........ 79 last, before the shoe is lasted. It 
Simon, L., & Co., New York City........ 79 | takes uncommon skill to produce a shge 
United Hotels of America................. 50 | of this type. 
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AND AN 
IMPROVEMENT 





THE CREASED BREAST HEEL+ 


The CREASED BREAST HEEL IS GOOD 


The Creased Breast or Monoslot Heel with single 
slot in center of breast in which to tuck the cover 


is good. It makes neater breasts that stay clean and se- BUTI! THE TRISLOT HEEL IS BETTER 


cure longer, and it saves money over “breasted” heels. 





THE TRISLOT HEEL + 


because the tongues on each side of the center slot 
spring back when the cover is tucked into that slot. 


The slots may be made narrower, thus making a tighter 
Both types of Creased Breast heels save money, time, joint; the labor of tucking is less. One width of slot 
and material; they improve the appearance and wear- will do for all kinds of heel covers—satins or alli- 
ability of your shoes. And the covers “stay put” (which gators. The cost of blocks is only one cent per 
cannot be said for either breasted or lap-front covers). dozen pair more than for heels with single slots. 


All Mears plants sell TRISLOT heels (as well as MONOSLOT heels) 


FRED WW. MEARS HEEL COMPANY, INC. 
AUBURN, ME. - COLUMBUS, O. - ST. LOUIS, MO. - AUBURN, N. Y. 


Associated Companies 
CONWAY WOOD HEEL COMPANY, CONWAY, N. H. 
MERRIMACK WOOD HEEL COMPANY, SALEM DEPOT, N. H. 


LOOK FOR THIS 
TRADE MARK 


ON EVERY HEELSEAT 


+ Heel Patent # 1,718,177, dated June 18, 1929 X + Heel Potent #1,761,359, dated June 3, 1930 
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DESIGNER 





€ 
RETAILER consl™ 


poe 


Viutco-UNit Box TOES have consistently satisfied 
these six important people over a period of years . . . antici- t 
pating every individual need. ‘ 
Reproducing the most delicate lines . . . Conforming readily 


KKEKEKEKEKEKEKEKEKEKE 


to the last .. . Assuring absolute uniformity . . . Easy to work Vulco Unit Box Toes are universally se- 
with . .. Thoroughly dependable . .. Comfortable and Stylish. lected for their unquestioned superiority. 
MANUFACTURER S Y 2 & SG: @ PRODUCTS 


STATLER BLDG. BOSTON, MASS. 
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A TRIUMPH 
IN AMERICAN LEATHERS 


GSATINa 


GLACE 
CALF 


is a dull calf with a 
smooth tight grain 
which is meeting the 
incessant demands for 
a beautiful, dull, light- 


weight calf shoe. 


"FOR FASHION’S FINEST FGDT WEAR" 


CREESE & COOK COMPANY 


95 SOUTH JST. BOSTON, MASS. 
TANNERIES-DANVERSPORT, MAIS. 
AGENTS IN THE PRINCIPAL CITIES OF THE UNITED STATES 
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The Edwards Policy 


Ever since J. Edwards & Co. began the making of 
children’s shoes, the principal feature of its business 
policy has been quality: All other considerations have 
been made secondary to it. It was true at the organiza- 
tion of the business. It remained true through the war 
period when, through lack of supplies and skilled work- 
men, maintaining quality was no small task. It is true 
at the present time, when pressure is being brought to 
bear in every industry to cut quality in order to lower 
price. 

Now at the opening of a new season we wish to restate 
to all of our friends and customers and to the trade in 
general that Edwards shoes for the coming season will 
show that high standard of material, of craftsmanship, 
of design, of last and pattern with which the Edwards 
name has always been identified. 

This will be very graphically shown in the new catalog 
of fall in-stock shoes that will be available within the next 
fortnight. The catalog will prove very interesting read- 
ing to our customers and the trade. It will illustrate 
and list what we believe to be the most complete line 
of in-stock juvenile footwear.we have ever shown in a 
season—and (just a touch of mystery) it will contain a 
great many agreeable surprises. 


J. EDWARDS & CO. 
Philadelphia, Pa. 
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